

























VENTENDINE 


ced, 
un- 
IN- 
any 
fae- 


oor 


Los 

ma- 

yArt- 
elps, . Ps » ae ; + 
‘OmMm- ¢ i 3 3 











olde:* and most progressive magazine 
he bu ding materials field, AL&BPM is in 
74th car and has published 3,367 con- 


secutive issues. 


20,090 COPIES THIS ISSUE 





RESEARCH - CONSUMER SELLING 


NE OF MARKETING - DISTRIBUTIO 


~t did 
= - Te wee 








FOR PLASTER BASE 








DOUBLE DUTY 
INSULITE GIVES 


Here are the facts: Double-duty INSULITE SEALED LOK-JOINT LATH 


performs two functions for inside walls— 
(1st) Plaster Base (2nd) Insulation 


One product—double usage—double service for the money! Not very 


often in this day of high prices can you offer a customer two things for the price 


of one. That’s a sound basis for steady sales—bigger profits. Stock genuine 


Insulite—for faster turnover and better income. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
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FLASHES * ei 


NEW CONSTRUCTION HAS FALLEN OFF in many localities 


reports from building officials indicate. Two samples: new con- 
struction in Chicago for the first six months this year was 23 percent 
less than for the same period in 1946; Baltimore’s new construction 
for the first six months of 1947 amounted to $15,268,700 as compared 
with $22,384,465 for the first half of 1946. However, Baltimore lum- 
ber and building materials dealers did 26 percent more business 
for the first five months this year than for the same period in 1946. 


PRIVATE CONSTRUCTION IN JULY accounted for $850,000,000 


of the total of $1,139,000,000 of new construction that month, the 
U. S. Department of Commerce reported. July showed a 6 per 
cent increase over June in private construction and an 8 percent 
increase overall. Private residential construction, excluding farm 
construction, totaled $415,000,000. Privately financed non-residen- 
tial construction amounted to $253,000,000 or 1 percent above 
June. 


BUILDING COSTS MUST COME DOWN if the construction busi- 


ness is to prosper over a long-term period. That's the opinion of 
analysts who say that prices should be lowered now to maintain 
building on a substantial level rather than a flash-in-the-pan basis 
that eventually will prove disastrous to the industry. 


PAINT SALES rose 42.1 percent for the first five months of 1947 


over the same period in 1946, reports the National Paint, Varnish 
and Lacquer Association. Flax acreage for harvest this year, adds 
the association, will be two-thirds larger than the 2,430,000 acres 
harvested last year and well above the 1936-45 average of 3,182,- 
000 acres. 


FLOORING WILL CONTINUE SCARCE for some time, advises 


the National Lumber Manufacturers Association. Demand is ex- 
pected to exceed supply for the remainder of the year despite 
stepped-up production. Output of oak flooring for the first six 
months of this year totaled 266,281,000 feet, a jump of 140 percent 
over the first half of 1946. Maple flooring output reached 26,475,000 
feet, an increase of 50 percent. 


WAGE BOOST of 20 cents per hour was accepted by 600 Rhode 


Island painters, thus ending a 24-hour strike. The painters, who 
had received $1.37!/, an hour, sought an increase of 37!/2 cents 
through their A. F. of L. union. The employers countered with an 
offer of 18 and three-quarters cents per hour. The painters now 
will receive $1.57!/. per hour. 


CEMENT MAY BE HARD TO GET because of the freight car 


shortage. Several cement manufacturers say their order files are 
almost filled. In another 30 days the situation can be really diffi- 
cult. 


10,000 FREIGHT CARS PER MONTH is the goal of manufacturers 


starting in September, although achievement of that goal is hardly 
likely. In fact production may not exceed the 5,514 units produced 
in June, a five-year high. The 10,000 figure was set following a 
conference earlier this year among government officials, car manu- 
facturers, steel producers and railroad representatives. 


_ SALES FOR LUMBER-BUILDING MATERIALS DEALERS for the 


lirst six months this year were 22 percent ahead of the same period 
in 1946, reports the U. S. Bureau of the Census. Sales in June of 
this year were 3 percent ahead of May. 
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GROUND BROKEN 


First I-E home is started 
at University of Illinois 


GROUND has been broken for 
the Industry-Engineered Home, 
which is being developed jointly 
by the Producers’ Council and the 
National Retail Lumber Dealers’ 
Association. 

Six of the engineered homes, ac- 
cording to an announcement made 
by Tyler S. Rogers, president of 
the Producers’ Council, are being 
built at the University of Illinois 
under the supervision of the Uni- 
versity’s Small Homes Council. 

Rogers said time and motion 
studies will be made to determine 
methods of saving time in the han- 
dling and assembly of materials on 
the job. The project is being car- 
ried out with the aid of a $45,000 
grant from the Office of Technical 
Services of the U. S. Department 
of Commerce. 

Complete details of the home will 
be made public in September. 


NEW BUILDING OFF 


Chicago's total for first half of 
1947 shows 23 per cent drop 


BUILDING officials in the Chi- 
cago area reported permits for 
building of all types totaled $109,- 
165,844 in the first half of 1947. 
This is 23 per cent less than the 
corresponding total for the first 
six months of 1946, which was 
$141,754,834. 

As costs are higher this year, 
the falling off of actual construc- 
tion must be greater than the totals 
quoted indicate. 


SLOW DOWN CONTINUES 

The slowing down was apparent 
in the second half of 1946, in which 
all building amounted to $112,277,- 
949. But this was more than $3,- 
000,000 better than the six months 
of 1947, showing the slowing proc- 
ess continues. 

In Chicago all building fell from 
$48,407,500 in the last half of 1946 
to $41,847,100 in the first half of 
1947. In the suburban towns there 
was a gain from $51,360,048 to 
$53,486,157 in the same compari- 
son, and the total of the unincorpo- 
rated areas rose from $10,510,401 
to $13,832,587. 

Comparing the same six month 
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ONE DEALER WE KNOW 
Does an Annual Volume 
of 
$200,000.00 
On PLYWOOD Alone! 


He Finds 
SELECTION OF THE RIGHT 
PLYWOOD FOR THE JOB 


Means 


® More Satisfied Customers 
e More Sales and Profits 


He Does This by 


STOCKING a SELECTION 
of All These Plywoods 
Now Available 


BIRCH @ MAPLE 
YELLOW PINE 
POPLAR @ GUM 
MAHOGANY 
WALNUT e@ OAK 


We Can Now Reveal 
How It Is Done! 


WRITE TODAY 


For Illustrated Folder on 


A PLYWOOD CENTER 
For Your City 


Address Inquiries to: 


AETNA 
Plywood and Veneer 





Company 
1732 Elston Avenue 
Chicago 22, Illinois 


Phone 
ARMitage 7100 


Teletype 
CG 305 


Write for latest Teleply Ticker price list. 
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412,378 to $6,483,530. 
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periods, the totals for Cook County 
unincorporated areas rose from $5,- 


These fig- 
ures put the general falling off of 


the region as a whole squarely up 
to the city of Chicago, for the sub- 


urban towns and the counties un- 
incorporated areas are, in general, 
making gains. 


BETTER BUSINESS 


Lumber-building materials 
dealers show strong gains 


STRIKINGLY better business by 
lumber and building materials deal- 
ers was reported for the first five 
months of 1947 compared with the 
same period in 1946, the U. S. Bu- 
reau of the Census reports. 

Only four cities listed by the 
Bureau showed a decline for that 
period. Detroit’s dealers had a 6 
per cent decline; Paterson, N. J., 3 
per cent; Youngstown, Ohio, 2 per 
cent and Milwaukee, 2 per cent. 

Below are some of the gains re- 
ported by dealers for the first six 
months of this year: Los Angeles, 
28 per cent; Denver, 27 per cent; 
Washington, D. C., 63 per cent; 
Chicago, 8 per cent; Indianapolis, 
22 per cent; Louisville, 47 per cent; 
New Orleans, 76 per cent; Boston, 
20 per cent; Minneapolis, 25 per 
cent; Kansas City, 14 per cent; 
Newark, N. J., 19 per cent; Buffalo, 
34 per cent; Cleveland, 3 per cent; 
Akron, 16 per cent; Portland, Ore., 
21 per cent; Pittsburgh, 17 per 
cent; Memphis, 21 per cent; Dallas, 
21 per cent; Salt Lake City, 35 
per cent; Seattle, 32 per cent. 


PLAN NO. 3 


Housing & Home Finance Agency 
is new overall organization 


ALL government housing activi- 
ties are now consolidated in the 
Housing and Home Finance Agency 
with the approval of Reorganiza- 
tion Plan No. 3 by the Senate. 

The Housing and Home Finance 
Agency replaces the National Hous- 
ing Agency. Three agencies will 
be under its jurisdiction: the Home 
Loan Bank Board, the Federal 
Housing Agency and the Public 
Housing Administration. 

Plan No. 3 creates a National 
Housing Council consisting of Ad- 
ministrator Raymond M. Foley as 
chairman; the Federal Housing 
Commissioner, the Public Housing 
Commissioner, the chairman of the 
Home Loan Bank Board, the Ad- 









ministrator of Veterans’ Affairs, 
the chairman of the RFC board anq 
the Secretary of Agriculture. 

The purpose of the council ig to 
make the most effective use of 
housing powers within government 
framework and to see that housing 
policies are an integral part of the 
government’s fiscal and economic 
program. 


NEW HOME AVERAGES 


Most builders under FHA las: 
year had income under $3,500 


IF what the Insured Mortgage 
Portfolio, the official FHA publica- 
tion, says is true, over half the 
families who built or bought homes 
last year under FHA had annual 
incomes of less than $3,500. 

The analysis was confined to 
families financing single family 
owner-occupied homes under See- 
tion 203, Title II, NHA. It shows 
that 54.4 per cent of the families 
financing new homes under Section 
203 and 58 per cent of those financ- 
ing existing homes had _ incomes 
under $3,500. 

Average income of _ families 
financing new homes under Section 
203 last year was $3,619. Other 
new-home averages under this sec- 
tion for 1946 were: FHA valua- 
tion $6,545; mortgage principal 
$5,553 or 84.8 per cent of valuation; 
monthly payment $46.06; monthly 
housing expense, including esti- 
mated maintenance, $63.04. 


DODGE REPORT 


Construction off || per cent 
for first six months of 1947 


AT the close of the first half of 
this year, construction volume as 
measured by contracts awarded was 
11 per cent below that reported for 
the corresponding six months of 
last year in the 37 states east of 
the Rocky Mountains, it is reported 
by F. W. Dodge Corporation, a fact- 
finding organization for the build- 
ing industry. 

Gains in the first two months of 
this year were offset by a decline be- 
ginning in March. The _ sharpest 
drop was in non-residential con- 
tracts, which were down 23 per cent 
at the close of June 30. Residential 
building volume fell off 10 per cent, 
while public works and _ utilities 
construction showed a 9 per cent 
gain over the first six months of 
last year. 

COMPARATIVE FIGURES 

During the first half of this year, 
contract valuations totaled $3,492, 
645,000 against $3,937,736,000 re 
ported by the Dodge corporation I 
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THE 
pimee TO SELL. 


. . « because it’s 
THE EASIEST 


STRIP IN THE 
WORLD TO PUT ON! 


Here’s one weather strip \¢ 
that any inexperienced 
clerk can sell quickly and 
intelligently. Here’s one 
strip that any customer 
can install with perfect 
results. Here’s one strip 
that serves every purpose 
on any type of door or 
window, either double 
hung or swinging. 





MACKLANBURG 


OKLAHOMA CIT 


WEATHER STRIP 


BADGE S54 


NATIONALLY 
‘ADVERTISED! 


Handy Display Carton 
Takes Little Space — 
MAKES BIG SALES! 


This attractive, colorful carton 
contains twelve individual 
20-foot rolls of Nu-WAY 
Weatherstrip, each with suf- 
cient nails and instructions for 
installing. Get ready for the 
fall weatherstrip business by 
ordering your supply now. 


Sold Only Through Legitimate 
Hardware Stores, Building 
Supply Dealers and Lumber Yards. 


-DUNCAN CO. 


1 OKLAHOMA 
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the 37 states in the first six months 
of 1946. 

Residential volume totalled $1, 
468,902,000 against $1,633,473,000 
in the first six months of last year. 
This year’s residential contracts 
called for the building of 187,019 
dwelling units against 234,315 jp 
the corresponding period of last 
year. 

Non-residential building cop. 
tracts declined from $1,517,262,000 
in the first six months of last year 
to $1,165,631,000 in the first half 
of the current year. 

While the declines were general 
in most areas of the country, they 
fluctuated from an over-all drop of 
32 per cent in the Upstate New 
York and northern and _ eastern 
Ohio areas to gains of 70 per cent 
in Louisiana and Mississippi com- 
bined. 


MORTGAGE INSURANCE 


Record volume of applications 
received in first half of ‘47 


THE Federal Housing Adminis- 
tration in the first half of 1947 re- 
ceived a record volume of applica- 
tions for mortgage insurance, with 
all dwelling units involved totaling 
about 276,000, Commissioner Ray- 
mond M. Foley announced. 

Approximately 200,000 new units 
were covered by the total, Mr. Fo- 
ley said, with more than a third in 
multiple family rental housing 
projects. There were 1,671 rental 
housing project applications, com- 
prising 68,702 units. 

In addition to applications on 
mortgages covering new construc- 
tion, FHA received applications in- 
volving approximately 76,000 units 
in existing one to  four-family 
dwellings. 

At the same time, loans reported 
for insurance for property im- 
provement purposes reached a rec- 
ord high of 562,910 in the amount 
of $266,578,920. These loans in- 
cluded those for remodeling homes 
and other properties to provide ad- 
ditional living units for rent to 
veterans. 


RESEARCH 


Kitchen planning, concrete slab 
floors are studied at U. of |. 


TWO new research projects bear- 
ing on small home planning are an- 
nounced by the Small Homes Coun- 
cil of the University of Illinois. 

One project will determine the 
most economical way to build a dry, 
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: — Painter’s” quality for Devoe brushes. 
» with Brushes are made for painting. So you can 
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; making experience—to know what it takes— D Pai 2 Wii tele . k 
all it takes to make great brushes! we Se oe ae ennai 
units hand in hand to anticipate new products, new 
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ird in Top Quality Materials veloped tool for craftsmen gets the most 
USINg In all the years the Devoe Brush Factory has _ thorough testing before release. 
rental been making brushes only materials of the 
—— highest quality have been permitted. Un- Merchandising Leadership 
— usual purchasing facilities pig yr ie Devoe carries through to stimulate business 
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aia Fine workmanship is second nature with the |§ Devoe Brush salesman is trained to help you 
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We are now able to offer the following stock 
which is thoroughly dry: 


2 cars 6/4 No. 2 Com. & Btr. Appalachian 
Red Oak : 

2 cars 8/4 No. 2 Com. & Btr. Appalachian 
Hickor 

1 car 8 tom. & Btr. Appalachian White Oak 

2 cars 4/4 No. 2 Com. & Btr. Beech 

2 cars 8/4 No. 2 Com. Poplar 





OO YW 0A 











ENGLISH TYPE--RAIL AND HURDLE FENCE ca‘taioc 


Rail Fence has Chestnut Rails with 
Locust or Chestnut Posts 


WOOD PRODUCTS COMPANY -- TOLEDO 1[2, OHIO 


LARGE 
STOCK 


PROMPT 
SHIP- 
MENTS 


as ee 


WRITE 
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DURA 





@ All steel. No wood to 
rot, splinter or warp. 


@ 50% stronger, yet light 
in weight. 


@ Double braced frame 
withstands heavy side 
thrust of livestock. 


@ Guaranteed not to sag. 


@ Heavy gauge woven 
wire — hog tight. 


@ Two adjustable coil 
springs lift the gate. 
Dependable, foolproof. 


@ Complete with latching 
bolt, stop plate, hinges 
and prop rod. 


@12, 14, and = 16-foot 
widths, 4 feet high. 


WRITE for folder and low 


dealer prices. 












Raises automatically — lifts above snow, mud, .etc. 
No tug and pull over uneven ground. 


Even in the heaviest snow, there's no need to clear a 
path for the DURABILT gate. Sand, mud or uneven 
ground won't stop it either. Easier to open in a heavy 
wind. The gate is saved from unnecessary twisting and 
shoving at all times. Outstanding in every detail. 


DURABILT MFG. CO. 


604 Arnold Ave. oT Aurora, Ill. 
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comfortably warm _ concrete-sla} 
floor for a basementless house. Ten 
different types of concrete-slah 
floors will be tested for temper. 
ture variations and moisture ¢op. 
ditions. 

The second project will involve 
a study of the first-floor home 
laundry to determine: 

1. Numbers and types of stand- 
ard appliances, cabinets and other 
equipment needed for the kitchen 
and laundry. 

2. Arrangement of these into 
assemblies which are architectv- 
rally sound and functionally eff. 
cient for homemaking. 

3. Adaptation of such assemblies 
to meet space limitations and econ- 
omy needs of small homes. 

Hotpoint, Inec., Chicago, has 
given $6,000 to support this last 
project. The concrete-slab floor 
studies are being made in « 
tion with the U. S. Department of 
Commerce’s’ Industrial Research 
and Development Division, Office of 
Technical Services. 


PLANTS REOPEN 


70 per cent of shut brick and 
tile plants producing again 
SEVENTY per cent of the brick 
and tile plants which closed down 
during the emergency have re 
opened, according to reports from 
the Bureau of the Census, Roy A. 
Shipley, president of the Structural 
Clay Products Institute, reports. 

‘“‘However, 74 plants which closed 
down because of war-time pricing 
problems and labor shortages still 
are not in operation,” Shipley said. 

Most of the closed plants are rela- 
tively small, and the capacity of 
others has been increased  suff- 
ciently to make up for the produc 
tion of those which ceased opera- 
tion. 

At the present time, 656 plants 
are believed to be producing as 
compared with about 550 a year 
ago. 


FOREST FIRES 


Situation declared critical by 
Louisiana's Gov. James Davis 
FOREST fires again this year 
are destroying valuable timber. 
With the worst forest fire condi- 
tions prevailing in the past 57 
years, Gov. James Davis of Louisl- 
ana declared a state of emergency 
exists in the forest lands of that 
state. 
A total of 422 fires were reported 
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opera- that steel can be so easy to work with. Consisting of 
only a few basic types of framing members and fit- 
plants tings, the Stran-Steel system is simple and efficient. 
ing as Yet it allows full flexibility of design. Practically 
A yea any type of framing connection is possible, and 
any standard collaterals can be used. 
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Stran-Steel framing is a building product of Great Lakes Steel Corporation 








STRAMPRSTEEL 
FRAMING 








When they use Stran-Steel packaged framing for the ment in long building life, simplified maintenance 
first time, architects and builders alike are surprised and added fire protection. 


BUILD WITH 


ical by Two unique construction features make Stran-Steel 
s Davis packaged framing ideally suited for light-load build- 
ings. One is the fact that members can be quickly 





3 year ; : i pe : 
yer assembled with self-threading screws. The other is 
condi- the patented nailing groove, an integral part of every 
ist 57 Stran-Steel stud and joist. By means of this groove, 
Louisi- collaterals can be nailed directly to the frame, just 


that —— GREAT LAKES STEEL CORPORATION 


By virtue of its efficiency, Stran-Steel is economical. _ Stran-Steel Division + Dept. 29 + Penobscot Building + Detroit 26, Michigan 
rorted To prospective owners it represents a sound invest- UNIT OF NATIONAL STEEL CORPORATION 
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Power Falling of Craig Mountain Pine 


We’re Modernizing 


Our postwar plant improvement 
program is now well along. Our 
dry kilns are being modernized to 
the latest type, with automatic 
stacking and unstacking. We're 
building ramps and completely 
mechanizing our lumber handling 
and transportation about the plant. 
When current projects are com- 
pleted, we'll be in better position 
than ever to serve our customers. 
Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 











Shortleaf Pine 


Lumber 








For Today 
and Tomorrow 


While Ozan mills make 
lumber for today's housing 
needs, tomorrow's timber 
crop is growing on the 
Ozan forest farm. 

But today our Number 
One job is PRODUCTION 
. . to supply our dealers 
with needed lumber and 
other building material. 
Making every effort to 
catch up with demand. 
High-speed production— 
but never at the sacrifice 
of quality. 

Every foot of Ozan Pine 
is, scientifically kiln-dried, 
carefully manufactured, at 
all times kept under cover. 
The Ozan Policy: CON- 
SERVATION WITH USE. 


OZAN 


Lumber Co. 
Prescott, Ark. 








NEWS aed TRENDS 





in Louisiana in July. Total acre- 
age burned was 9,078. This is twice 
as many fires as were reported the 
four months previous. 

The U. §S. Forest Service re- 
ported that in the first six months 
of this year there were 4,474 forest 
fires on National Forests or lands 
protected by the Forest Service. All 
were man-caused except 519 which 
were set by lightning. 

Fires for the first half of 1947 
numbered about 100 less than for 
the first half of 1946, but were 
above the average for the five pre- 
ceding years. Fire consumed ap- 
proximately 95,000 acres for the 
first six months of this year. 


PLYWOOD CONVENTION 


George Voorhees is elected 
president at Seattle session 


GEORGE E. VOORHEES, presi- 
dent and general manager of Michi- 
gan Wholesalers, Inc., Jackson, 
Mich., was elected president of the 
National Plywood Distributors As- 
sociation at the association’s an- 
nual meeting in Seattle, July 28-31. 

Sessions were attended by more 
than 70 plywood distributors and 
28 plywood manufacturers. 

Speakers included Charles E. 
Devlin, managing director of the 
Douglas Fir Plywood Association, 
who told the convention that ply- 


wood prices are not as high jn 
percentage of increase as are logs 
and the cost of labor in the mills, 

B. E. Babbitt, the new managing 
director of the Distributors Aggpo. 
ciation, was introduced to the con. 
vention by retiring president Louis 
G. Riecke. 


PLUMBING SHIPMENTS 


Lavatories and kitchen sinks 

lead; steel fixtures decline 

KITCHEN sinks and lavatories 

showed the largest unit shipment 

totals in the first quarter of 1947, 

according to the Porcelain Ename] 
Institute. 

Dollar values of porcelain enam- 
eled plumbing fixtures for the first 
quarter, stated the Institute, in- 
creased 161 per cent over first 
quarter shipments during 1946. 

Cast iron fixtures represent 66 
percent of the total shipment 
amounting to $26,900,000 for the 
first quarter. This increase was 
balanced by a decrease of $1,800- 
000 in steel plumbing fixtures 
which reflects the tight steel sup- 
ply. 


NEW SHORT COURSES 


TWO new 30-day short courses 
have been announced as follows: 

At Southern Methodist Univer- 
sity, Dallas, starting Oct. 8 with 
graduation on Nov. 7. 

At North Carolina State College, 
Raleigh, opening Oct. 6 and closing 
Oct. 31. 











ie 


“We haven't decided yet whether to build or buy.” 


P 
August 16, 1947, AMERICAN LUMBERMAN 0 








Pc 





igh in 
re logs 
mills, 
laging 
Asgo- 
le COon- 
Louis 


n sinks 
decline 
itories 
pment 

1947, 
name] 


enam- 
e first 
e, in- 
first 
16, 
nt 66 
pment 
” the 
> Was 
| ,800,- 
<tures 
| sup- 


ULSeS 
niver- 
with 


lege, 
osing 


TN 

















Powered to Build Better Profits... 


DESIGN 
DVAN Ce EVROLET 


RUCKS 











WITH THE CAB THAT “BREATHES” 


America’s first ADVANCE-DESIGN trucks, fea- 
turing the larger, roomier cab that ‘‘breathes’’! 
The unique new cab almost literally ‘‘inhales’’ 
fresh air and ‘‘exhales’’ used air,* assuring day- 
long driver comfort and efficiency. Other new 
features and innovations make these the trucks 
to see first at your Chevrolet dealer’s! 





More efficient loading in stake and high 


Extra-economical and powerful Chevrolet VALVE- rack bodies—more LOAD SPACE in panels 
IN-HEAD ENGINES are time-savers, profit-makers! and pick-ups. Chevrolet truck FRAMES 
There are exclusively designed HYDRAULIC are new, stronger and sturdier, designed 
TRUCK BRAKES, too, with greater brake-lining to carry greater loads for a Sno dein’ 


contact for quick, safe stops! 


Better load distribu- 
tion, due to LONGER 
WHEELBASES. FULL- 
FLOATING HYPOID 
REAR AXLES mean 
extra pulling power! 
They’re geared for the 


load! 





*Fresh-air heating and ventilating system optional at extra cost. 


wigjcr CHEVROLET TRUCKS “2°” 


Your Chevrolet dealer 
can supply standard or 
special equipment for 
your specific hauling 
CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN needs. 











Pick-ups Panels Stakes Cab-Over- Engine Tractor-Trucks & Chassis for Special Equipment 
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AMERICA’S ; 


for sash & door makers! 





PERMA 


PERMA GLAZE hi L \ l : 
an COMPOUND | ( L A l i N (i 
: COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved. by thousands of installations! 


Q). D. 
PRIMELESS Be Bay 
PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





| For more Information or Special Requirements write Today! 


me BIDDLE .. 


| AMERICA’S LARGEST EXCLUSIVE Pueddg Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 
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wae? EDITORS 


Answering Advertising Problem 





To the Editors: We want to address you concern- 
ing our advertising problem. 

For the past several years we have been advertising 
in our local newspaper under Building Materials, Con- 
tractors and Miscellaneous, listing thereunder vari- 
ously a long list of items, and for specific days, just 
special items which we desired to move quickly. 

It is hard for the writer to determine whether or 
not these ads have done as much good as we had 
hoped for. 

Knowing that you people are experts along this line, 
and feeling that you would be glad to give me the 
benefit of your experience, I would like for you to ad- 
vise me whether you think this type of advertising 
is as effective as display advertising to come out in 
our local newspapers, say once a week. 

I hope that I have made my problem clear to you 
and that you will let me hear from you at your con- 
venience.—S. A. BARBOUR, South Roanoke Lumber 
company, Roanoke, Va. 


Fellin 


We suggest that once a month you make a 
complete inventory of all slow moving items 
and print a sheet entitled “Bargain Lists” to in- 
clude with monthly statements. The second 
month, mark those down again which did not 
move out. Eventually the slow moving items 
become such bargains they will move auto- 
matically. The same technique might be tried 
in newspaper advertising as well._-The Edi- 
tors. 





Products Data Manual Becomes Textbook 


To the Editors: This will acknowledge your letter 
of July 17 regarding delivery of 50 copies of the 
Products Data Manual and Store Departmentiser. . . 

We are using your publication as a textbook for a 
course in the retailing of building materials offered to 
students majoring in the light construction field. It 
is by far the most suitable text material that could be 
found. . —O. K. STOOKESBERRY, University of 
Denver, Denver. 





Use A. L. Ideas in New Store 


To the Editors: Under separate cover I am mailing 
the AMERICAN LUMBERMAN a set of plans printed in 
black and white and several photographs of actual dis- 
plays, islands and front of our new building here in 
Jackson, Miss. 

My reason for sending you this material is that we 
feel like we have given Jackson and Mississippi the 
first modern retail lumber and building material store, 
also another reason is that we have taken from the 
AMERICAN LUMBERMAN most of the ideas incorporated 
in our building and floor layout, fixtures, etc. 

Since the building and floor arrangement is de- 
signed greatly on information put out by the AMERI- = 
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No tree too tough—no place too remote for 
these powerful Mall Gasoline Engine Power 
Saws. They clear land of brush, fell and buck 
pulpwood, mow down and buck up to 12-foot 
diameter timber in a fraction of the time re- 
quired by hand. The sturdy Mall Gasoline Engine—interchangeable on 
all 3 Mall Power Saws—has a stall-proof clutch and handle throttle, starts 
easily in all weather and uses very little fuel. 





3 POWERFUL MODELS FOR 1 AND 2 MAN OPERATION 


MALL Model 7 Gasoline Engine CHAIN SAW (a 1 or 2-man tool). 
Lower in price, more powerful, lighter in weight (24-inch model 
weighs only 75 lbs.) more compact in design. Can be easily trans- 


ported over rough terrain... operated with a minimum of clear- 
ance... and used successfully after a few instructions. Mows 


down trees up to 12-feet in diameter. Cutting chain swivels for 
any angle cut; automatic, stall-proof clutch keeps engine running 
when saw chain is jammed; quickly detachable idler is easily re- 
moved if saw is jammed in cut. Immediately available in 18-inch 
to 12-foot cutting capacities. Also Pneumatic and Electric Models 
and Electric Chain Sharpener. 


MALL Model 30 CIRCULAR SAW (a 1-man tool). For clearing land 
felling and bucking timber and pulpwood. Entire unit weighs 
only 200 pounds. Costly manufacturing methods reduce weight 
and make saw more productive for every user. Over 100 pounds 
lighter than any saw of this type, it can be uSed on rough terrain 
where heavier machines are too tiresome to move and use. The 
automatic centrifugal clutch stops blade from revolving while 
engine idles. Circular blade can be indexed for notching, bucking 
and limbing cuts from operating handle without touching blade, an 
exclusive feature. Available with 30 or 36-inch cutting blade. 





MALL BOW CHAIN SAW (a1 or 2-man tool). For smaller timber 
or pulpwood. Bow design prevents pinching of chain in cuts. 
Equipped with powerful gasoline engine with automatic clutch. 
Engine is interchangeable for use with proper attachments as 
power circular saw. Available in 18-inch cutting capacity. 


Write at once for FREE booklet "Mall Power Saws" 
and name of nearest Mall Dealer. Demonstrations 
can be arranged. 
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All prices are F.O.B. Chicago 


Territories Available Nation-Wide Service 
Additional Dealerships for these famous There is a national network of Mall Dealers 
power saws are available in some terri- and Factory trained service men equipped 
tories. Write for complete information and with a complete stock of precision tested 
details. parts to serve you. 


POWER SAW DIVISION 


MALL TOOL COMPANY 
7733 South Chicago Avenue Chicago 19, Illinois 


See Our Advertisement in The Saturday Evening Post — August 16th 
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DUPLEX 





Duplex sash balances not only cost less than old 
fashioned cords, weights and pulleys—and are 
easier to install—but in addition they have 
sales appeal... because they make a home a more 
attractive and convenient place in which to live. 


Duplex Sash Balances help sell houses because: 


q 
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SASH CONTROL 
aaa Serene Sash hung with Duplex bal- 
... with narrow mullions 


ances do not bind or lock. 
They glide effortlessly up and 
down without friction or 
chatter. Sensitive to the light- 
est touch, Duplex equipped 
sash are a convenience which 
instantly appeals to women 


(from 2" to 3%") and narrow 
interior and exterior trim, 
creating added sales appeal 


at an actual saving in cost. 


Is it any wonder that so many builders tell us, 
“Duplex Sash Balances Help Sell Houses.” 


DUPLEX ADJUSTABLE DUPLEX PRE-SET 
FLAT SASH BALANCE FLAT SASH BALANCE 


Easily adjusted for Completely adjusted 
exactly the right ar the factory for 
tension with a screw 
driver at time of 
installation sash 





various weights of 
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DUPLEX, Inc., 630 No. La Peer Dr., Los Angeles 46, Calif. 


Please send 
information on 
Duplex Fiat 

Sash Bal 


C) Adjustable _ 
OC) Pre-Set Type of Business 

















SASH BALANCES 
Help Sell Houses 





,for ordering materials and notifying the subcontrac- 


LETTERS 





CAN LUMBERMAN, I thought possibly you would be 
interested in what developed in our case. Conse. 
quently, should you wish to use any of this materia] 
in the publication, I will be glad for you to do go 
and if you need any further information regarding 
this or our setup, I will be glad to furnish the same 
at your request. 

Mr. Hood, the AMERICAN LUMBERMAN has given to 
the retail lumber industry more help than they will 
ever realize until they begin to redesign their present 
stores or build new ones..-RUSSELL E. HOBGOOD, 
Home Builders Supply company, Jackson, Miss. 


Thank you for your Jetter. It is gratifying 
to have this kind of a report from the field.— 
The Editors. 


Request Management Series in Book Form 


To the Editors: We have thoroughly enjoyed the 
management series which is appearing in your publi- 
cation, and are writing at this time to see if it would 
be possible to secure from you the complete series, 
either in clipping form or preferably bound. 

Your advice in this regard will be much appreciated. 
—ROY G. COLE, Cole Lumber company, Bartonville, 
Ont. 

Thank you. It is our thought to publish 


these management articles in book form some- 
time early next year.—The Editors. 


Applaud Junior Achievement Editorial, Article 


To the Editor: Congratulations, Art, on your July 
19 issue and, particularly, on your editorial and the 
relating story on page 46. No other program could 
be more important or  constructive-—ADOLPH 
PFUND, Manager, Woodwork Jobbers association, 
Chicago. 


To the Editor: Having just read your editorial on 
page 41 of your July 19 issue which we enjoyed very 
much, we are interested in the full information which 
you mentioned will be supplied on request. 

The first sentence of your editorial was quite as- 
tounding.—G. F. SIMPSON, JR., Owsley Lumber 
company, Pensacola, Fla. 


We are sending your name to Junior Achieve- 
ment headquarters. You will receive full in- 
formation from them.—The Editors. 


Construction Control System 


To the Editors: Can you help me find a construction 
control system for a medium size builder? I am seek- 
ing a system that will give a graphic presentation 
of the work done and to be done, allied with a system 


tors when they must go to work—WILL LIGHT- 
FOOT, Callan Builders Inc., Long Island. 


We suggest you write National Association 
of Home Builders, Washington, D. C., who will 
probably be able to give you the information 





you request.—The Editors. 


Cy 
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; GOLDEN DAYS AHEAD 





Those two great pugilists, inflation and deflation, seem to have fought themselves to a draw 


this summer and the outlook for fall is marked by stability. 


Reports covering dealer operations from coast to coast indicate an average sales increase this 


year of 26 percent over last year to date. 


There is every reason to believe that this pace may be maintained for the balance of the year. 


While the problems with which business may have to contend are both huge and complex, 


On the inflationary side 





we have: 


Continued foreign buying 
Huge foreign credits 

Excessive exports over imports 
Bonus cashing 

The coal wage settlement 

Farm prices 

Rising installment credits 

Rent increases 

Short corn crop 

High farm prices 

High employment 

Freight rate advances 

Freight car shortages 
Unsatisfied needs 

Continued shortages 

Scarcity of quality merchandise 
A free spending public (autos) 
Peak money circulation 


the compensating forces in the economic situation so check and balance each other that the 
present plateau may be extended many months—certainly through the fall. 


On the deflationary side 





we have: 


Growing inventories 

Income tax veto 

Shrinking savings 

Public debt reduction 

High prices 

Price resistance 

Continued high taxes 
Declining real wages 
Shrinking backlogs 

Hedges against recession 
Rising output per man hour 
Sustained high production 
Technological advances 
“Soft” lines catching up 
Surplus of inferior merchandise 
Falling real income 
“Bargain” sales 

Increased business failures 


You place your money and take your pick, but from this look-out it appears a dead heat! 


Each of these symptoms should be watched for flare-ups —— but barring such, a sustained 


level of activity for the balance of the year is indicated. 


With Congress adjourned and the international war still in the potential rather than the 


in any recent year. 
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shooting stage, dealers can look at the balance of 1947 with more confidence than they could 
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T HE N. T. FOX Company, Inc., 

of Portland is one of Maine’s 
outstanding retailers of lumber and 
building materials. With branch 
yards in the nearby towns of West- 
brook, Kennebunk and Brunswick, 
the firm serves a trading area with 
a fifty mile radius and does a yearly 
sales volume of approximately one 
and a half million dollars. 

The market area served contains 
more than a third of the total popu- 
lation of Maine. In addition to the 
volume which derives from new 
home and property improvement 
sales, the area offers a big commer- 
cial market, a big tourist and re- 
sort business and a considerable 
amount of smaller’ industries. 
There is a limited amount of heavy 
industry. 

In some respects the history of 
N. T. Fox company follows a pat- 





Under the direction of Master Merchant Edward E. Fox, 


his retail division serves home improvement sales, 
commercial market and small industries within 50 miles. 














MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be a source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fea- 
tured in the series, but sufficiently large number of 
them meet the exacting requirements so thet it will tebe 
many months to cover them all. 
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Selling That Pays 


tern that has been fairly common 
in the lumber industry. After 
many years of producing lumber 
in northwestern Maine the firm de- 
cided it needed a retail outlet, so 
moved to Portland and started a 
yard in 1922. This was a major 
milestone in the company’s develop- 
ment. Since that time it has been 
a story of steady growth and ex- 
pansion due to expanding markets 
in the Portland area. It has also 
been a story of growing lines and 
a trend towards diversification. In 
addition to lumber the firm now 
carries a full line of building ma- 
terials, millwork, builders hard- 
ware, paints, etc. 

The company was originally 
founded by N. T. Fox. Today it is 
operated by President Charles E. 
Fox, brother of the founder; Vice 
President Philip C. Fox and Treas- 





MAIN office of N. T. Fox company, Portland, Me. 
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urer Edward E. Fox, both sons of 
the founder. Edward E. Fox man- 
ages the retail operation and is a 
Master Merchant. 

The four retail yards have a 
total of approximately 100 employ- 
ees, and 25 of them are in sales. 
At least five of the salesmen spend 
their time making outside calls. 
The salemen’s compensation plan 
includes both salary and bonus, and 
there is also a bonus arrangement 
for operating personnel. 


Under the astute management of 
genial Eddie Fox the retail busi- 
ness has made great strides in re- 
cent years. One reason for this, 
of course, is the amount of sales 
effort developed by 25 selling em- 
ployees. Another is the market 
development work which has been 
done. For example, the firm has 
arranged financing and otherwise 
cooperated with contractors in the 
planning and building of FHA 
homes. 


A customer service which has 
done much to sell materials and 
build good will for the company is 
the cabinet shop. Almost any type 
of wood item which is not available 
in stock millwork lines will be cus- 
tom made for the consumer in this 
shop. Shelves, dog houses, signs 
and decorative emblems for fra- 
ternal buildings are just a few ex- 
amples of the work done. 


The company’s branch yards all 
have display rooms in which the 
various building material lines are 
featured. Mr. Fox plans to mod- 


ernize the main office to include an 
adequate display room. At present, 
lack of space has prevented develop- 
ment of a sufficiently large display 
room at the main yard. 


Increasing 
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MASTER Merchant Edward E. Fox. 


customer traffic, including many 
housewives, indicates that one is 
greatly needed. 

Master Merchant Fox is a past 
president of the Maine Retail 
Lumber Dealers association and an 
ex-director of the Northeastern Re- 
tail Lumbermen’s association. He 
is also active in Hoo-Hoo. He is 
active in Kiwanis, the Better Busi- 
ness bureau and the Chamber of 
Commerce, and has held high of- 
fices in all of these organizations. 

Asked for the advice he would 
offer a young man starting a retail 
lumber and building materials busi- 
ness, Mr. Fox mentioned four things 
it is necessary to possess: 

1. Adequate financing. 

2. Satisfaction with local market. 
(There are comparatively few 
towns, he believes, that don’t have 
an adequate number of lumber 
yards—but he adds that perhaps 
some of the yards are not adequate 
for their markets.) 

5. Knowledge and ability. 

4. Willingness to work. 





TWO-WHEELED dollies handle lumber in the yard. 
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PHILIP C. FOX, vice president. 


CHARLES E. FOX, president. 








PART of one of the sheds at the main yard. 
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CONSTRUCTION view shows plywood wall 

of the silo with concrete foundation barely 

visible. Floor is of earth. due to concrete 
shortage when structure was erected. 


NE OF THE major new mar- 
kets for plywood will be on 

the farm. Realizing this, the 
Douglas Fir Plywood association 
has laid the groundwork for farmer 
acceptance of their product, through 
a program of scientific and prac- 
tical testing, at many of the coun- 
try’s agricultural colleges. After 
the testing was complete, the asso- 
ciation set up educational programs 
to acquaint the extension workers 
at state and county levels-with the 
product and how it could be applied 
to farm construction. As a result 


ie 
rc 
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Moisture Resistant Plywood 
For the Farm 


of this effort, many agricultural 
colleges are plywood minded today 
and some have issued bulletins on 
the use of the material to farmers 
of their state. 

Many dealers in farming areas 
have been taking advantage of all 
this groundwork of the association. 
They too, have been laying the 
foundations on which to build 
volume plywood sales when the 
regular building material business 
gets keenly competitive. These 
dealers have been setting aside a 
part of their plywood shipments 
for experimental farm sales. Over 
the years, they have thus been able 
to spot farm building improve- 
ments around their sales areas so 
that other neighboring farmers 
could watch plywood perform. As 
a result of this advance planning, 
these dealers have an accumulated 
plywood prospect list that will keep 
them busy in the country for some 
time to come. 

If you are going to follow up 
on plywood sales to the farmer, 
you will want to review the in- 
structions for doing a good job. If 
the plywood is going to be used to 
modernize a kitchen, workroom or 





THIS 25-foot all plywood silo is not the first such structure. but it is undoubtedly the largest 
ever built. This storage cylinder was constructed by R. J. Hill on his dairy farm at Sumner, 
Wash. After a year. Hill reports that it has proven highly successful. 
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bathroom you will sell the exterior 
type plywood for the job. This is 
the same moisture resistant stock 
that is used for outdoor work and 
is grade marked with the letters 
“EXT-DFPA.” This trademark 
assures you and your farm cus- 
tomer that each panel was care- 
fully manufactured with water- 
proof phenol formaldehyde adhe. 
sives and conforms to the perform- 
ance requirements set forth in the 
U. S. Commercials standards. Of 
course, plywood for exterior siding 
must be of the same grade, and it 
should be at least % inch thick 
and sound on one side. This ma- 
terial should be applied on framing 
that is spaced on 16 inch centers 
and nailed with No. 6-d common 
non-corrosive nails that are spaced 
on six inch centers along the edges 
of the sheets and 12 inch centers at 
all intermediate fastenings. 

As the panels are put in place, 
a lead and oil paste should be knifed 
on all edges. Enough paste should 
be used so that it squeezes out as 
the panels are butted together and 
fastened. A good paste can be 
made by mixing 50 lbs. white lead 
to 7 pints raw linseed oil and 4% 
pint drier. 

For an extra good job, when 
these panels are used on the ex- 
terior or interior of livestock shel- 
ter or fruit and vegetable storage 
buildings, each sheet should be 
primed on the back with a coat of 
lead and oil before it is applied. 

The smaller farm buildings, like 
range shelters, brooder houses, 
grain bins, hog houses and poultry 
laying houses especially lend them- 
selves to plywood construction. In 
these, plywood will add greater 
strength and provide rigidity to 
withstand wracking stresses when 
these structures are skidded over 
rough ground. All of these small 
structures lend themselves to easy 
yard fabrication from plywood. 

One of the newer uses for this 
exterior grade plywood on farms 
is in the construction of silos. The 
University of Tennessee and Wash- 
ington State college have each built 
successful experimental silos of the 
circular and octagonal shapes. Both 
types of silos were of glued con- 
struction using 14 inch exterior 
type plywood, fastened with shingle 
nails, spaced approximately two 
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inches on center to hold the panels 
in position until the glue had set. 
Continuous door openings with % 
inch steel bolt ties and vertical 
sliding doors of *4 inch plywood 
were installed in these silos. 

By using the clinching type nails 
on all joints to hold the plywood 
pieces in position while the glue 
cures, the use of clamps is elimi- 
nated and uninterrupted construc- 
tion is possible. This saves time 
and labor in building the silo. 
Plans for plywood silos are avail- 
able from the Douglas Fir Plywood 
association, Tacoma, Wash. 

R. J. Hill, a farmer of Sumner, 
Wash., built a very serviceable silo 
about a year ago. He used the 
plans provided for a wooden hoop 
silo by the agricultural college at 
Pullman, Wash. He merely substi- 
tuted the plywood for the flooring 
recommended. The approximate 
cost of Mr. Hill’s silo which meas- 
ured 25x32 feet in height was one 
thousand dollars. This cost, how- 
ever, included some materials he 
had on hand such as long 2x8s used 
in the construction of the silo and 
the 2x4s that were used for stage- 
ing material. The silo required 
100 sheets of 4x8, %% inch thick 
exterior type plywood. The first 
eight feet of the silo was double 
wall. For the laminated hoops, 
6,080 linear feet of 1x3 spruce was 
used at $125 per thousand board 
feet. Fir or pine could be used, 
but spruce was the only material 


FIELD assembly, right, for the partially pre- 
built circular silo. Perimeter was joined as 
a continuous sheet, then rolled to permit 
slipping inside of hoops. Both nails and 
glue were used in fastening the plywood 
skin to the horizontal stiffening bands. 











For bat- 


available at the time. 
tens, Mr. Hill used 200 board feet 
of 5.8 inch plywood and 200 board 


feet % inch plywood. No profes- 
sional carpenters were used for 
the construction, just handy farm 
help, paid one dollar an hour. The 
construction of the silo, including 
the painting, required about 200 
man hours of labor. 

In setting the plywood sheets 
around the inside of the prefabri- 
cated spruce hoops, Mr. Hill used 
a 4x4 sheet and followed with a 
4x8 sheet, so that he could get con- 
tinuous strength as he built the silo 
skyward. Mr. Hill has prepared a 
set of directions for building this 
type of silo which is available 
through the Douglas Fir Plywood 
association. 


‘ | ill 








WITH fabrication complete, the cylinder is 
trucked to the erection site. 











TWO of the three small plywood silos erected at Washington State college, left. These 12-foot units 

were completely prefabricated so the plywood sections could be fastened together at the 

site with minimum labor. Covers fit inside the top so weight can be added to help settling and retard 
spoilage. Hill silo, right, was about one-half completed when this photo was taken. 
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Gemplile. PLAN SERVICE 
We furnish you wih MODERN IDEAS 


“COLORED SKETCHES *BLUEPAINTS = 8UILOING FORMS » SPECIFICATIONS 


NEW HOME - FARM BUILDINGS - REMODELING 


EBENREITER makes the fullest use of its own property by effectively utilizing its two-block long lumber 


GET MORE OUT OF LiFe 


BUILD A HOME 


OF YOUR OWN Vow! 


sheds for advertising purposes. The company’s sheds, woodworking plant and main office are located 
on a through route along which more than 15,000 cars pass daily. Signs and buildings are kept freshly 
painted at all times. 


Ebenreiter Lives Up to Its Slogan 


“On the Job Again” has helped establish a reputation for quality, 
service and courtesy for Ebenreiter Lumber company, Sheboygan, 
Wis., who make the slogan effective in fact as well as in name. 


O NE SLOGAN familiar to the people in Sheboygan, 
Wis. is the slogan of the Ebenreiter Lumber 
company: 

On the job again! 

The slogan is on the company’s letterhead; it is on 
every piece of newspaper and direct mail advertising; 
it is labeled across the apron of every employe in the 
woodworking plant; it is printed across the cab of 
every truck; it is on every sign outside construction 
jobs for which Ebenreiter is furnishing materials; it 
is an integral part of the advertising on the firm’s own 
building as seen on these pages. 

Robert (Bob) H. Ebenreiter, 29-year-old vice pres- 
ident and sparkplug of the organization, tells the story 
of an urchin who was watching him erect an Eben- 
reiter On the Job! sign one day. 

“There’s Ebenreiter on the job again,” observed 
the lad. 

In fact, Ebenreiter has been on the job in Sheboy- 
gan since 1894 when R. C. Ebenreiter, now 86 and 
still active in the concern, went into the lumber busi- 
ness on the same site where he is today. 

There have been many changes in the organization 
and physical property in the intervening years and 
many more are planned. 


WOODWORKING DEPARTMENT 


ONE of the fastest moving departments is the 
woodworking shop. This department was started dur- 
ing the war for the manufacture of tool chests and 
later marine furniture. The department, which em- 
ployed only five men at first, now keeps almost 30 men 
busy. 

It is doing a tremendous business turning out store 
fixtures and kitchen cabinets, office panelling, wains- 
coting and store remodelling. Its remodelling pro- 
gram includes fixtures for the four department stores 
in the H. C. Prange chain; cocktail lounges and church 
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fixtures; fixtures for several drug stores and at least 
one bank. 

Six apprentices are employed in the shop under the 
GI Bill of Rights. They spend one day each week at 
school learning blue print reading, methods of con- 
struction, woodworking arithmetic and the language 
of the trade. 

The woodworking plant is operated as an entirely 
separate corporation under the managership of Lorenz 
W. Voigt. The shop is well equipped and _ includes 
three rip saws, four joiners, one big cross cut saw, 
two drill presses, hand sanders, double-faced planers 


“and other tools. 


One feature of the shop is a substantial library of 
trade magazines which is available to employes. 

Included in the large number of millwork items 
turned out are bread boards for a local concern which 
manufacturers bread wrapping machines. The shop 
does a large volume in kitchen cabinets beside storm 
sash, doors, windows, screens—in fact the shop offers 
a complete line of millwork. 

Approximately 20 percent of Ebenreiter’s business 
is now in the industrial field; about 60 percent goes 
to contractors and the remainder to consumer trade. 


NEWSPAPER ADVERTISING 

IN ADDITION to the vast advertising display 
which the company carries on all its buildings, Eben- 
reiter has long been a consistent advertiser in the 
Sheboygan Press. It generally runs a large display 
on Saturday night “to give the people something to 
think about on Sunday,” explains Bob Ebenreiter. 
Fifteen of these ads are cut out and pasted up In 
various parts of the store. It makes it easier for the 
customer to associate the ad with what he has already 
read in the newspaper, explains Bob, who writes the 
ads himself. The newspaper’s ad men help out by 
digging up pertinent cuts for illustrative purposes. 

The ads employ plenty of white space and are well 
laid out. Recently they have featured a credit plan 
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whereby no down payment on purchases is required 
up to $2,500. 
DIRECT MAIL 

EBENREITER relies heavily on direct mail to 
reach the ultimate consumer. Regular fortnightly 
letters are sent to carpenters, contractors and fore- 
men in one group and to industrial and commercial 
accounts in a second group. 

Other form letters are written for new arrivals in 
town, pointing to the Ebenreiter service in remodeling 
and new home construction; to newlyweds, remind- 
ing them of the “large staff of friendly, courteous, 
cheerful and capable people who can help you with all 
phases of any building program on which you might 
embark’; to the potential customer who has just 
moved, reminding him of the repairing and redecorat- 
ting facilities that are available; and finally, and 
most important, to the prospective home builders who 
have called at the R. E. Miersch Design service to 
make plans for a home of their own. 

One paragraph from this letter: 

“We want you to understand that you are under no 
obligation to purchase your lumber or materials from 
this company (Ebenreiter) merely because of the fact 
that your plans are drawn here. However, we do urge 
you to consider us as a source of supply for your 
building materials because we can offer you service 
and quality at a fair price.” 

The service operated by Miersch, while a part of 
the Ebenreiter physical property, is actually a sepa- 


rate business. Miersch has his own drawing equip- 
ment and offers his services directly to the consumer. 
He is adept at “talking with his pencil.” For those 
home builders who do not care for a custom-drawn 
plan, Miersch has a large variety of stock plans. 

After discussing the needs with the prospective 
home builder in some detail, Miersch will draw a de- 
tailed plan for those who prefer it. This will include 
a color sketch of the proposed dwelling at no obliga- 
tion. 

In addition to a number of miniature houses, fully 
landscaped, the working display visible to customers 
consists of a large number of photographs of houses 
for which Miersch has served as the architect. 


COLOR MOVIE 


AS A clincher for these prospects, Bob Ebenreiter 
has prepared a movie in color. This movie takes a 


young couple from the time they sit down to discuss 
their plans, through the signing of the contract and 
every phase of the actual house building itself. Bob 
provides his own commentary for the film which runs 
65 minutes. 

The film has been shown successfully before P-T-A 





ROBERT H. EBENREITER, vice president of Ebenreiter Lumber company, 
has good reason to feel happy over the excellent progress his 
company is making. 





R. C. EBENREITER, 86-year-old president of the firm, is on the job 
every day. As an apprentice carpenter, he had a hand in erecting 
the first fireproof building in Chicago in the 1880s. 
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TWO key men in the organization are Lorenz W. Voigt, manager of 
the woodworking plant (standing), and Herbert Nagel, lumber divi- 
sion manager. 
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With A 


CREDIT 
PLAN 


To Suit Your 





EBENREITER 
LUMBER CO. 


Remodeling and 


Repair Needs 


No Down PAYMENT 


And You Can Take As Long As 


Months To Pay On 
Purchases Up To *2,500 


Under Ebenreiter’s New Financing Plan! 














YES, on all building materials used for the improvement of 
home and property, you can now purchase up to $2,500 worth 
of merchandise WITHOUT SO MUCH AS PAYING A PENNY 
DOWN! 


Furthermore, you have up to 36 months to pay under our new 
liberal financing plan. The installments are conveniently di- 
vided and proportioned to meet anyone's financing ability. 
There's no red tape — no delay. 








For Example ———— 
ON A $300 LUMBER PURCHASE YOU PAY: 


On a 12-Month Basis: 18-Month Basis: 
$26.32 per month, $17.95 per month. 
24-Month Basis: 30-Month Basis: 
$13.77 per month. $11.26 per month, 
36-Month Basis: 
| $9.59 per month. 











Here are just a few of the many items which can be 
purchased under this new plan: 


Paint All Lumber Doors and Windows 


Picket Fences Medicine Cabinets Screens 
Kitchen Cabinets Insulation Hardware 
Roofing Overhead Garage Doors Wardrobe Closets 


Arrangements Completed in 3 Minutes in Our Office! 


EBENREITER 


LUMBER COMPANY 


1215 Erie Avenue “On the. Job Again!” 


Telephone 5821 


i 











groups, civic and church organizations. The emphasis 
throughout the film, as the direct mail letter to pros- 
pects states, is on Ebenreiter as the “friendly lumber 
dealer” helping the consumer in “a friendly fashion 
so that the job of building your home will be a pleas- 
ure rather than a struggle.” 

Ebenreiter works closely with contractors with 
whom he does about 60 percent of his total business. 
Two special events for contractors are held under 
Ebenreiter auspices annually. One is a summer pic- 
nic; another is a display sometime in the winter of all 
products handled by the company. This is an evening 
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NEWSPAPER advertising under the Ebenreiter name is carefully pre- 
pared with a view fo attracting consumer attention. Special emphasis 
is given credit terms. 


affair and the principal speaker is usually a specialist 
in the building products field. 

Opening of another Ebenreiter-sponsored model 
home last month was another indication of contractor 
co-operation. Twelve co-operating firms were repre- 
sented in the advertising that ran throughout the 
week the home was open to the public. An estimated 
10,000 people went through the Cape Cod style five- 
room dwelling during the time it was open. 

The house, which will be occupied by Mr. and Mrs. 
Miersch, includes an all-electric kitchen, custom-made 
built-in cabinets, a basement recreation room deco- 
rated in nautical style. 

Appliances installed in the model home include all- 
electric range, refrigerator, electric garbage disposal 
unit, automatic dishwasher and automatic laundry. 
Every room is furnished with a radio. 

FUTURE PLANS 

LAND has already been purchased for a 1948 dem- 
onstration home and construction will start early this 
fall. 

Other plans for expansion are in the thinking stage. 
These include a beautiful new retail store which will 
afford special departments for farm implements, 
power tools and other lines which cannot be easily 
handled at this time. 

Thorough-going planning sessions for the current 
operation are held three times a week. On Monday 
night Bob Ebenreiter meets with the sales personnel. 

There is usually a discussion of new items, price 
changes and a candid analysis of one another’s sales 
performance. Early Wednesday morning comes .a 
meeting of the woodworking personnel, sales and office 
managers, estimator and draftsman to thresh out 
price, supply and production problems. Late Friday 
afternoon Herbert Nagel, lumber division manager, is 
in session with Bob Ebenreiter, yard and mill fore- 
men. Traffic and resaw problems, deliveries, and 
quality of work coming from the mill are discussed at 
this time. 

Thus, by effective planning, Ebenreiter Lumber (0. 
not only makes sure it is On the Job Again! but all 
the time. 
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ONE of the six trucks in the Ebenreiter fleet which includes four THIS “On the Job Again!” sign is placed on each project which is 
112-ton trucks; 1 one-half ton truck and one pickup plus the scooter. using Ebenreiter materials. Each sign costs less than $5 and is con- 
sidered good advertising. 
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ONE of the fastest growing divisions of the 

company is its woodworking division which ee ; YMENT, = 
is under the management of Lorenz W. Voigt. 2HEAD DOORS a One 254 BUILDING “SERVICE - TIME ma Ercan 
The shop offers a complete line of millwork ammo = fe fer Millwork <= SASH - DOORS - WINDOWS 

for home, commercial and industrial uses. lt a ears 
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THREE foremen, left to right, in this picture: John Schmitt, wood- ARCHITECTURAL SERVICE operated by R. E. Miersch is located on the 
working company; Melvin Raatz, yard, and George Bord, planing premises. It operates independently, but in close co-operation with 
mill. The 112 h.p. scooter on which Schmitt is seated is in constant the lumber company. Mr. Miersch is shown explaining one of his 
use by supervisory employes who use it to travel to various parts colored sketches to two prospects. 


of the operation easily and quickly. 
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RECENTLY opened, the modern hardware de- 
partment carries builders’ and cabinet hard- 
ware, precision tools, garden equipment, 
Pryrex ware, pressure cookers, hunting and 
fishing supplies, camping equipment, guns 
and ammunition, electric fans, electric heat- 
ers, irons, fluorescent lights, flatware, china, 
cutlery, glassware, cooking utensils, inlaid 
linoleum, paint, decorators’ supplies and 
many other items. 
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er 
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“IT WON’T WORK,” everyone said when Oscar E. 
Chambers founded the Chambers Lumber company, 
Dallas, to be run on a strictly cash basis. That was 
in 1938, with a staff consisting of one other man, and 
his equipment consisting of one small truck. 

Today the company does over a million dollars worth 
of business annually. The Dallas plant, covering over 
6% acres of ground, includes nine warehouses, numer- 
ous lumber sheds, a large planing mill and complete 
facilities for sash, door and millwork. 

In addition the company opened a large branch office 
in Midland, Texas, which is operating successfully 


PRESENT fleet of trucks and operating equipment includes this lift truck. 
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BEGINNING in 1938 with lumber piled on the ground, the company 
now has numerous lumber sheds like the one shown here. 


under the same cash policy. The personnel of the two 
yards now consists of 30 employees. 

Mr. Chambers has specialized not only in buying 
materials other yards don’t want—odd patterns, sizes, 
etc., but has introduced into the territory woods which 
were almost unknown including Ponderosa pine, Idaho 
pine, white pine, sugar pine, yellow pine, fir, cedar, 
spruce, gum, cypress, walnut, oak, and mahogany. 

Each Monday at the close of business, the company 
holds a sales meeting. A speaker, usually the repre- 
sentative of some manufacturer, gives a detailed talk 
on the item his company supplies, to thoroughly famil- 
iarize the men with any phase of its manufacture, 
qualities or performance. After the talk, plans are 
made for pushing specific merchandise. These meet- 
ings have been of definite help in getting the best 
teamwork from the employees. 
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Heavy 


Reference Library Pulls 
Evening Traffic 


SCHAEFER road store with its large picture 
windows is on a through route, catching 
Ford plant’s River Rouge workers. 


Currier Lumber company, Detroit, has geared its 
store hours and services to meet consumer demands. 


NE WAY to find out what 
your customer wants is to ask 
him. 

That is exactly what Currier 
Lumber company did a few months 
ago. Two of Currier’s men rang 
door bells on Detroit’s East side, 
the neighborhood closest to its Van 
Dyke avenue store. Householders 
were asked when they like to buy 
and what they needed. 

In turn, homeowners queried in- 
terviewers. They inquired about 
the availability of materials, about 
types of service and products and 
whether the store was open at 
night. 

As the result of this survey, 
Currier’s Van Dyke store has been 
open until 9 p. m. on Friday nights 
for several months now, the only 


MANY conferences are held between Don Currier, president, and 
P. J. Currier, his father and founder of the lumber company. 
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retail lumber store in the city keep- 
ing evening hours. It advertises 
this fact by a large sign outside the 
store and in newspaper space. 


SAME OVERHEAD 


IT IS costing the organization no 
more. The Friday night salesmen 
take off three hours during the 
week. Sales tickets from 6 to 9 
p. m. on Friday nights have totaled 
$1,000. The Friday night staff in- 
cludes two estimators, two cash 
counter men, two men in customer 
service and two in heating and 
plumbing. Salesmen closed three 
furnace and five bathroom jobs one 
night. Little wonder that Lee 
Brownell, sales manager, is pleased 
with the innovation. 

Focal point of the Friday night 
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family traffic—and the store is 
patronized by husband and wife 
and children—is the newly-estab- 
lished reference library. In this 
library are 37 model homes, 185 
sample mouldings, samples _ of 
shingles, siding and other building 
materials; hundreds of home plans 
and illustrated booklets. 

It was no gag when a Currier 
advertisement headline read: 
Wanna Buy ‘a Horse? Its Guide 
to Buying Horses was one of 52 
booklets offered homeowners. Most 
of the others are home aids—how 
to care for the lawn, how to mix 
paints, etce., all made available 
through the State Department of 
Agriculture. 

Names of all customers asking 
for plan books are recorded for a 





THESE men help boost sales: left to right, Ray Duffy, heating and 
plumbing; Lee Brownell, sales manager; Art Dembeck, linoleum. 
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follow-through. About 90 percent 
of the customers patronizing the 
reference library are interested in 
home plans and most of the plans 
now being sold by the store are sold 
at night. 

Women make appointments to 
meet their bridge friends there. 
And children are kept amused with 
a take-home toy with a Currier 
label. 

Estimators Harry Zuercher and 
Francis Janelle are busiest on Fri- 
day nights. There is often a line 
of prospects awaiting estimates on 
corner cabinets, kitchen cupboards, 
special closets and other custom 
jobs which are specialties of the 
company. 


MILLWORK PLANT BUSY 


MILLWORK is the top dollar 
item at Currier, which runs a 
manufacturer - retailer - contractor 
operation. A major display of 
cabinets and windows face the con- 
sumer customer as he enters the 
store. In a direct mail letter to 
all building prospects, Currier says 
it “is the only company in Detroit 
that is equipped to produce and is 
producing everything in stock or 
special millwork.” 

Nearly 200 men are employed in 
the millwork plant on the 15-acre 
Van Dyke site, where one of the 
two Currier prefab plants is lo- 
cated; the other, which started 
producing last fall, is located in 
Miami. These plants turn out a 
basic five-room house  approxi- 
mately 24 feet square. The two- 
bedroom model is 32x22. The 
plants have turned out a maximum 
of five houses daily in addition to 
a big garage business. These 
garages sold for $295 or $395 com- 
pleted, for a 14x20 model;- or $389 
and $575 for a 20x20 model. 





COMPLETELY departmentalized and modern, the Van Dyke store 
salesroom is carefully laid out and effectively lighted. Company 
offers package service, complete line of materials. 





AIR view of the 15 acre Van Dyke avenue plant of the Currier Lumber company in Detroit. 
Retail store at the right. Major building is the millwork plant. Open air and shed storage 
at the rear. 


The dollar retail volume of the 
operation exceeded one million dol- 
lars last year. Following millwork 
and lumber, the leading sales items 
are building supplies, plumbing, 
and heating supplies, hardware, ap- 
pliances and linoleum. 

Appliances and plumbing and 
heating departments are new but 
already established. Displays in- 
clude Bendix home laundry and 
ironers; Coleman heating equip- 
ment; Hotpoint automatic electric 
water heaters and deep freezers; 
Youngstown sinks and cabinets; 
Duo Therm automatic fuel oil 
water heater; Norge refrigerators; 
Phileo, Zenith and Crosley radios. 


MODERNIZATION DEPARTMENT 
ANOTHER important new de- 
partment, modernization, did a 
dollar volume in excess of $300,- 
000 last year. Herman Riochell, in 
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charge of this department, handles 
attic conversions, recreation rooms, 
dormers, partitions, cottages, also 
small commercial work. This de- 
partment keeps a sizable force of 
mechanics busy the year-around. 

Estimates on these jobs are fur- 
nished without charge and financ- 
ing is part of the overall plan. All 
of these services are emphasized in 
a direct mail letter to all home 
builders in the area. Holders of 
building permits are tracked down 
religiously in this matter. Ap- 
proximately 15 percent of these 
letters bring replies. 

In the above letter Currier em- 
phasizes that its service includes 
complete kitchen and laundry equip- 
ment, storm sash and combination 
doors, blown-in insulation and 
other refinements in the original 
home financing plan. And_ the 
builder can correlate his entire pro- 


REFERENCE library is the most popular new service established by 
the store. Plan books, sample mouldings, model homes and build- 
ing material samples help the store build sales. 
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JAMES HORWATH, left, is yard superintendent. 
fast-growing modernization department. 


gram at Currier’s—building mate- 
rials, plumbing and heating sup- 
plies, hardware and paints; elec- 
trical fixtures and steel cabinets 
and a complete line of linoleum, 
window shades and home appli- 
ances. 

Three salesmen are kept busy on 
modernization work. They sold 
about 80 attic jobs last year. A 
sample of an advertisement used to 
stimulate this type of business is 
shown. 

Two other stores operated by 
Currier serve other localities. One 
is located on the East side of the 
city and another in Royal Oak. 


OFFICERS NAMED 


DON F. CURRIER is the youth- 
ful president of the organization, 
although P. J. Currier, his father 
and founder of the 20-year-old 
company, has not retired as much as 
he intended following V-J Day. 
Other officers are: Vincent Currier, 
vice president; Theodore Navarre, 
secretary, and Harry Lomisard, 
treasurer. 


CURRIER is open Friday nights. 
the company’s own millwork. 
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Note the sign, also the display of 


HERMAN RIOCHELL, right, is in charge of the 


Other key men in the organiza- 
tion are Paul Betzoldt, millwork 
superintendent; Ray Duffy, plumb- 
ing and heating, and Art Dembeck, 



























FACING the 





linoleum sales. James Horwath is 
vard superintendent. 

A capsule story of Detroit's 
largest complete home building 
concern is one of triumph over ad- 
versity. The company was founded 
in Feb. 16, 1927 as the Currier 
Sash & Door company by “P. J.” 
and his brother, Frank. Following 
the Wall street crash, P. J. con- 
tinued on alone. Fire destroyed 
most of the company’s buildings in 
1936, but P. J. continued his op- 
erations in a partially open shed 
with rented machines. Later he 
built a modern mill, three times the 
size of the former building. 

When the store was remodeled 
two years ago, many new lines, in- 
cluding appliances, were added. 


The remodeled store brought the 
dream of the founder to earth: a 
complete service of building sup- 
plies and home equipment sold and 
financed under one roof. 








ADVERTISING along its two-block-long millwork plant is bound to 
catch the eye of passing motorists. 


August 16, 1947, AMERICAN LUMBERMAN ¢7 














a4 

















@ Nationally advertised in leading 
magazines all year round. 


@ Lives up to every sales claim- under 
all conditions. 


@ Proved for years in thousands of 
homes and camps all over America. 


@ Makes it easier to build a fireplace 
correctly—eliminates faults that 
commonly cause smoking. 


@ Circulates heat to every corner of com 
the room- and adjoining rooms. 








T.M. REG. U.S. PAT. OFF 


HEATILATOR Fireplace 
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IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 











Greater Sales 





THROUGH INCENTIVE METHODS 


How to evaluate tested compensation plans and 
use them to reach your desired sales objectives. 


D EVISING A satisfactory com- 

pensation plan for salesmen 
is a fairly complicated problem. 
Literally millions of words have 
been written on the subject, yet 
no article can possibly tell a dealer 
exactly which compensation plan 
he should use. The most an ar- 
ticle can do is explain what a good 
plan should accomplish and _ set 
forth factors which the dealer 
should consider in devising the plan 
best adapted to his company’s re- 
quirements. 

The problem deserves serious 
consideration, for the plan used 
might determine the success or fail- 
ure of the sales department. In 
order to attract and hold high- 
caliber men the compensation plan 
must make it possible for the sales- 
men to earn reasonably high in- 
comes. Furthermore it must be 
so set up that the salesmen will 
have an incentive to produce. Yet 
it must not be so expensive that 
healthy net profits for the company 
are jeopardized, or that the prod- 
ucts are priced out of the market. 

Specifically, here is what a good 
compensation plan for salesmen 
should be: 

1. Fair: It must pay the men a 
fair price for their services and 
allow the company to make a fair 
net profit. Both men and company 
should be rewarded fairly, and no 
undue penalties or hardships should 
be imposed on either. 

2. Flexible: The plan should be 
workable and remain fair to all 
parties during depressions as well 
as booms, during both “peak and 
valley” seasons on the annual sales 
curve. It must also be flexible 
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enough to meet different conditions 
in the various territories. And it 
must consider both old and new 
salesmen. 

3. Simple: Must be easily under- 
stood by both salesmen and man- 
agement, and should require a mini- 
mum of administrative and clerical 
cost to operate. 

4. Incentive-creating: Basic se- 
curity must be guaranteed to good 
salesmen, yet the plan must leave 
them something to work for. The 
chance to increase their earnings 
if they increase their sales gives 
men an incentive to work harder 
and produce more. This must also 
work to the benefit of the company. 
Net profits should increase along 
with incomes of the salesmen. 

5. Controllable: Salesmen should 
be allowed to exercise initiative in 
the planning of their work, but for 
best results they should never be 
allowed to become absolutely inde- 
pendent operators. Direct control 
by the sales manager allows the 
work of each man to be coordinated 
into the organizational scheme, and 
the type of compensation plan used 
sometimes influences workability of 
this control, 

6. Protective: It should encour- 
age sound selling practices and 
sales at regular, legitimate prices. 
It should discourage price cutting 
by salesmen or unsound practices 
which might incur customer ill- 
will. 

The first step in devising a com- 
pensation plan is to review the basic 
types. Basically, there are two 
methods of paying salesmen. One 
is by straight salary. The other is 
by commission on sales. There are 


modifications and combinations of 
these. A description of the ac- 
cepted, basic methods and their 
relative merits follows: 


STRAIGHT SALARY 


UNDER the straight salary plan 
the salesman receives a definite in- 
come regardless of the volume of 
sales he makes. In many cases 
salesmen on this basis have their 
expenses paid by the company. For 
elfective results the salary must 
be revised from time to time to 
match the salesman’s performance. 

The major advantage in straight 
salary compensation is that the 
sales manager retains better control 
over his men. Since the salesman 
draws his salary anyway, he is not 
so likely to object to changes in 
his territory or duties. He is also 
more willing, as a general rule, to 
spend the time required to handle 
his reports and paper work the 
way the sales manager wants it 
done. 

Where territories are difficult to 
define or limit—or when much spe- 
cial work is required of the sales- 
men—straight salary is frequently 
the simplest and most practical 
method of compensation. Building 
sales frequently require a long pe- 
riod of handling and some services 
must be extended to customers after 
the sale is technically closed. Man) 
dealers feel that the salaried sales- 
men will do a better job with this 
handling and service than will the 
man on commission. 

The salaried man enjoys a certain 
security. Without worries about 
the stability of his income he can 
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Double-Coursing 


THE SIDEWALL OF TODAY 


With the introduction of double-coursing, 
a new type of CEDAR SHINGLE and SHAKE 
wall construction is possible — and a new 
and charming pattern produced. The ap- 
plication is economical because of the wide 
weather exposure and the use of low grade 
shingles for the under course. A warm, 
tight, attractive job is assured with low 
maintenance cost. Note the charming and 
effective horizontal shadow lines. 





Blueprint of double-coursing detail mailed 
free on request. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Washington 
or Metropolitan Bidg., Vancouver, B. C. 


F— BUILDING PAPER (WHEN OPEN SHEATHING 
IS USED, PAPER Cam BE APPLIED EITHER 
BETWEEN SWIMGLES ANDO SHEATHING OR 
BETWEEN STUDDING AMD SHEATHING) 


+—SPACING OF SHEATHING BOARDS 
CENTERS SHOULD COARESPOND 
WITK WEATHER EXPOSURE 

WINDOW ANDO WINDOW TRIM 
EACH UNDER.-COURSE SHINGLE MAY BE 
HELD IN PLACE WITH A SINGLE 3d NAIL 
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devote more and better thought to 
his job. 

The salary plan is the simplest 
to operate insofar as bookkeeping 
is concerned. Furthermore, it 
eliminates misunderstandings 
which occasionally develop between 
the company and the salesman on 
é commission basis. 

The worst fault of the straight 
salary plan is that it provides little 
incentive for the salesman. He 
feels that he can hold his job as 
long as he produces a reasonably 
satisfactory volume of sales. He 
has a tendency to set his sights on 
this minimum goal. Therefore, he 
misses opportunities, and the com- 
pany’s sales volume fails to grow 
as much as it should. 

On a straight salary basis it is 
frequently true that the poor sales- 
man is overpaid and the really good 
man (who could earn more on com- 
mission) is underpaid. This means 
that the good men must carry the 
poor producers—not a healthy ar- 
rangement for either the good 
salesmen or the company because 
it limits the total sales volume. 

Management frequently assigns 
non-selling duties to salesmen on a 
straight salary basis. This is a 
short-sighted practice since it lim- 
its the salesman’s time for crea- 
tive selling and reduces his overall 
production. The practice is hard 
to avoid, however, since it seems 
justified when the man receives a 
regular salary for his time. Obvi- 
ously, the man on straight com- 
mission is seldom asked to peform 
such non-selling duties. 


STRAIGHT COMMISSION 


UNDER the straight commission 
plan a salesman’s earnings are di- 
rectly in proportion to the volume 
of business he obtains. In other 
words, he receives a certain per- 
centage of every dollar of sales he 
makes. 

In the building material business 
commission rates vary considerably, 
depending on a number of variable 
factors. In a “materials only” sale 
commission is paid on the net ma- 
terial sale. In a “package” sale 
the salesman usually receives com- 
mission on the net material and 
labor. Percentages frequently 
vary, depending on the size of the 
sale, the mark-up on the specific 
products, whether the sale is for 
cash or financed, etc. 

The strong incentive to salesmen 
inherent in the straight commis- 
sion plan is its greatest advantage. 
The salesman’s earnings vary di- 
rectly with his volume of sales. He 
almost feels that he is in business 
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for himself and is generally will- 
ing to work longer and harder for 
success. Provided that the com- 
mission percentage has been worked 
out intelligently, a good salesman 
under this plan will make more 
money for himself and also for his 
company. 

Poor men who don’t sell enough 
are more easily and quickly elimi- 
nated from the organization under 
the commission plan. There is no 
inducement for them to hang on as 
there is when they are on a straight 
salary. 

The commission plan is flexible. 
You can induce the salesmen to 
concentrate on the profitable mate- 
rials and packages by paying a 
higher percentage on such sales and 
a lower percentage on items you do 
not care to push. 

From management’s viewpoint 
the advantages of the straight com- 
mission plan probably outweigh its 
disadvantages. The plan, however, 
does have some disadvantages. One 
of them is that the sales manager 
has less control over sales activi- 
ties. The men are prone to feel 
that they are doing their job satis- 
factorily so long as they turn in 
orders since they are paid solely 
on that basis. They may be less 
cooperative in handling paper de- 
tail, doing missionary work and 
making service calls. 

Some types of men are not emo- 
tionally keyed to operating on a 
straight commission basis. Worry 
over the instability of their income 
might reduce their efficiency. Des- 
peration to make quick sales might 
occasionally tempt such men to neg- 
lect the profit angle, to cut prices, 
to use high pressure or other un- 
sound tactics. 


DRAWING ACCOUNT AGAINST COMMISSION 


DRAWING account against com- 
mission is a compromise plan which 
has found favor among many deal- 
ers. To a certain extent it com- 
bines the advantages of other basic 
plans and eliminates some of their 
disadvantages. It seems to protect 
the interests of both salesman and 
the company. 

For practical reasons the draw- 
ing account should be small. Yet 
it must be reasonable enough to 
offer the salesman basic security 
and living expenses at times when 
his sales slump temporarily. It 
frees the salesman from _ uncer- 
tainty and allows him to spend more 
time and thought on his job. Yet 
the plan retains the incentive fac- 
tor essential to bringing forth his 
best sales efforts. 

The sales manager has better 


control of selling activities than is 
possible under a straight commis- 
sion plan and better control of the 
sales expense ratio than is possible 
under the straight salary plan. 

By carrying the salesman over 
his low periods the drawing ac- 
count makes him less prone to re- 
sort to unsound sales tactics out 
of desperation for quick sales and 
commissions. 

To operate a drawing account 
against commission plan the dealer 
will occasionally have to take a 
loss by absorbing the overdrafts of 
salesmen who fail to make good. 
To protect himself against this con- 
tingency he will have to set up a 
reserve, and this naturally reduces 
the commission percentage which 
can be paid to salesmen, This dis- 
advantage, however, is usually more 
than offset by the combined advan- 
tages of incentive along with basic 
security. 

SALARY AND COMMISSIONS 


THIS plan provides a fixed sal- 
ary for the salesman and in addi- 
tion pays him a commission on all 
sales credited to him. The fixed 
salary is usually quite small—just 
sufficient to meet basic living ex- 
penses—but it furnishes the ele- 
ment of security necessary to his 
peace of mind. The commission 
provides the incentive for intensive 
sales effort, and the salesman’s to- 
tal income depends in large meas- 
ure on the volume of sales he closes. 

The salary and commission basis 
is another compromise plan _in- 
tended to offer certain advantages 
to both company and salesmen. One 
problem imposed by this plan is 
the creation of both fixed and vari- 
able elements in the selling ex- 
pense. 


SELECTION AND CONTROL 


PICKING the basic compensation 
plan best suited to your company 
is an individual problem. To rush 
out and adopt a system simply be- 
cause it has worked for another 
dealer might be folly. The vari- 
ous plans should be carefully 
studied in the light of your mar- 
ket, your objectives and your or- 
ganizational problems. 

It is a wise management policy 
to adopt a uniform system for all 
salesmen in your company. This 
is not only fair but also the most 
economical way. : 

The straight salary basis is com- 
paratively simple to administer. 
The straight commission set-up will 
create greater turnover on the sales 
staff, but is almost automatic in 
its operation as salesmen who can't 
sell enough to make a satisfactory 
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income will leave of their own ac- 
cord. 

The drawing account against 
commission plan is preferred by 
many dealers although it requires 
more administrative control. Here 
are a few suggestions to dealers 
who contemplate adopting this sys- 
tem : 

(a) In the light of local con- 
ditions, determine a reasonable but 
adequate weekly amount for the 
drawing account. Establish a sales 
quota to cover this amount. 

(b) Explain to salesmen that the 
drawing account depends on pro- 
duction——that it cannot be paid 
indefinitely unless it is actually 
earned by sales performance. 

(ce) Work out a fair and equi- 
table commission arrangement for 
sales above the quota. So that sales 
effort can be channeled in the de- 
sired direction, you might have a 
varying percentage of commission 
for different types of sales. Of 
course, the percentage cannot be 
varied according to whims of man- 
agement but must follow a pre- 
determined policy which is clearly 
understood by the salesmen. The 
purpose of varying commission 
rates is to give the salesmen an 
incentive to go after the profitable 
types of business desired by man- 
agement. - However, the compen- 
sation plan will not be satisfactory 
if it becomes too complex, hard to 
control, or hard for the men to 
understand. 

(d) If a new salesman fails to 
land an order in a reasonable length 
of time stop his drawing account 
until his sales indicate he is earn- 
ing it. When the new man is slow 
to start producing sales, however, 
it is the sales manager’s job to 
coach him and work with him until 
convinced that the man is capable 
of closing a sale. 

(e) Have drawing account auto- 
matically stop for any salesman 
who gets too far “into the red.” 
(A reasonable figure for this must 
be set by the dealer—a suggested 
prewar figure was $100.) The 
drawing account should be started 
again as soon as sales performance 
justifies it. This rule is designed 
to prevent serious loss to the com- 
pany. It also serves to prevent 
lethargy on the salesman’s part. 


SPECIAL INCENTIVES 


REGARDLESS of the basic com- 
pensation plan used, there are a 
number of special incentives which 
are extremely effective in produc- 
ing results. When properly used 
these special plans can increase the 


company’s net profits and also en- 
(Continued on Page 70) 










and 


HERE’S THE PROOF! 





What’s written on the LUMITE car- 
ton is more than mere “claim?” It’s 
absolute fact—backed by guaran- 
tee—backed by exhaustive tests as 
well. 

It’s this factual proof of superi- 


"MEDS CUNT Way pe, 


ority that makes LUMITE quality 
insect screen cloth a profitable 
item for you to sell. Customers 
have confidence in LUMITE—and 
they’ll have confidence in you for 
recommending it! 
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Won’t Rust 
Tests in a tropical chamber 
—in an acid bath —and in 
actual installations prove 
LUMITE rust-proof, corro- 
sion-proof, MORE DURABLE! 





Won't Stain 


No trace of “bleeding” or 
“running” on frame or sill 
even after 4 years exposure 
in all kinds of climate. 
Never needs painting. 











Won’t Dent or Bulge 
In “battering-ram test,” a 5- 
pound steel weight couldn’t 
dent LUMITE in 42,300 
blows. It has greater impact 
strength than metal. 


Ask your wholesaler for LUMITE’S 5 free sales aids—framed screens, 
swatch samples, window streamers, folders, newspaper mats. 


LUMITE DIVISION, Chicopee Manufacturing Corp., 47 Worth St., New York 13, N. Y. 





QUALITY INSECT SCREEN CLOTH 


*Registered Trade-Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 
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Reorganization Plan No. 3 Changes Set- 


up of Federal Housing, Home Financing 


Under new plan are three constituent units—Home Loan 
Bank board, FHA, and Public Housing. Will probably 
have little effect on the operating pattern of the 
building industry, at least during the coming year. 


EORGANIZATION PLAN No. 

3, changing the setup of Fed- 
eral housing and home-financing 
agencies, probably will have little 
effect upon the operating pattern 
of the building industry; at least 
during this year. 

For the record, here is a sum- 
mary of the events leading up to 
the new arrangement. 

The NHA had been marked by 
the House of Representatives for 
liquidation; but in the closing hours 
of the recent Congressional session 
the agency was given a consider- 
able part of the sum of money for 
which it had asked. At about the 
same time the Senate, by a vote 
of 47 to 38, allowed the President’s 
Reorganization Plan No. 3 to go 
into effect. 

This arrangement has given the 
NHA a new name; the Housing and 
Home Financing agency. Its duties 
and its position in the Federal 
housing setup have been but little 
changed. 


THREE CONSTITUENT UNITS 


UNDER the HHFA are three 
constituent units. The first is the 
Home Loan Bank board, a three- 
man organization that has taken 
over the functions of the former 
Federal Home Loan Bank adminis- 
tration, including those of the 
Home Owners Loan corporation 
and the Federal Savings and Loan 
Insurance corporation. The sec- 
ond constituent unit is the FHA; 
and the third is Public Housing. 

The President must appoint or 
reappoint, subject to Senate con- 
firmation, the officials heading these 
various agencies. Since the Senate 
is not in session, the following of- 
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ficers are functioning in acting ca- 
pacities: administrator of the new 
HHFA, Raymond M. Foley; com- 
missioner of FHA, Franklin D. 
Richards; commissioner of Public 
Housing, Dillon S. Myer; chairman 
of the Home Loan Bank board, John 
H. Fahey. 


The most important innovation, 
from the point of view of this in- 
dustry, is the National Housing 
council; consisting of the adminis- 
trator of the HHFA, the Federal 
Housing commissioner, the Public 
Housing commissioner, the chair- 
man of the Home Loan Bank board, 
the administrator of Veterans’ Af- 
fairs, the chairman of the Board 
of the RFC, and the Secretary of 
Agriculture. This Council has the 
duty of co-ordinating the housing 
activities and functions undertaken 
by the Federal government and of 
adjusting these things to the over- 
all economic and financial policies. 
If this Council, of which the Ad- 
ministrator of the HHFA is chair- 
man, really got energetic in the 
business of initiating new Federal 
housing policies, the results might 
have immediate impacts upon the 
light construction industry. Defi- 
nite information is not available; 
but the general opinion in Wash- 
ington is that such new policies are 
not likely to be set to work this 
vear. 


PLANS NEED CONGRESSIONAL APPROVAL 


SEVERAL reasons for this opin- 
ion. First, the FHA and the Home 
Loan Bank board have commitments 
extending years into the future; 
and these agencies are deeply en- 
grossed in dealing with the techni- 
cal operation of the policies already 





August 


in effect. Second, the FPHA is 
probably to be put over the investi- 
gative bumps by the House Com- 
mittee on Executive Expenditures 
and will be thinking about past per- 
formances rather than future in- 
novations. Third, any extensive in- 
novations, such as a new slum- 
clearance or low-cost housing pro- 
gram, would call for additional ap- 
propriations and Congressional ap- 
proval. 

The fourth reason is that the 
Republican Congress and the Dem- 
ocratic Administration will bring 
forward some proposals for social 
and welfare legislation at the Jan- 
uary session of Congress. The Re- 
publican program probably will be 
headed by the Taft-Ellender-Wag- 
ner bill or some revision of it. The 
Administration will want to go to 
Congress and to the country with 
its own program of social legisla- 
ticn; and this program, too, is 
rather sure to be headed by Fed- 
eral housing proposals. 

This Congress may not follow 
the leadership of the Senate in the 
enactment of housing legislation; 
and it is even less probable that 
the ideas of Congress and of the 
Administration can be harmonized. 
The Washington prediction is that, 
under the circumstances, no new 
housing policies will actually so 
into operation during the next five 
months; and that whatever policy 
formulation done by the HHFA 
and the Housing Council, during 
these months, will consist chiefly of 
plans for next year. The agency 
and the Council will spend most of 
the intervening time in briefing the 
President on a housing program to 
be sent to Congress next January. 
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WY A TRUCK LIKE THIS 
CAN SAVE YOU MONEY! 


- | pend ™ 







This truck—like every Dodge “‘Job-Rated”’ 
truck—is built to fit a specific hauling job. to give better performance, better service 
to your customers, and to save you money! 


You can get a truck to fit your job—a truck 


It’s powered with exactly the right one of 
7 engines—plus the right gear ratio—to Simply explain your hauling problems in 
provide the pulling power the job requires, detail to your Dodge dealer. He has the 
with maximum economy. engineering data from which to recommend 
the best truck investment you can make. 
* * * 
Your Dodge dealer is interested in your 
continued satisfaction: First, by selling you 


It’s built with exactly the right clutch, 
transmission, rear axle—the right units 
throughout . . . for “top” performance, 


\ is longer life, and maximum economy .. . on . see 
asti- the iob for which it was built a truck that fits your job; Second, by giving 
‘om- ’ ° you dependable Dodge truck service; Third, 
ures It stands to reason that a truck “Job- by providing you with truck parts that are 


ea Rated’’ to haul your loads over your roads __ identical with original Dodge ‘‘.Job-Rated”’ 
> in- 
jum- 
pro- 
ap- 
ap- 


—will save YOU money! truck parts. 
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Fit the Job...Last Longer ! 
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IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 











Because a job is said to be 60 percent sold when a price is asked for, 
successful building products salesmen will master estimating methods. 


VERY SALE breaks down into 

seven distinct steps (review 
Lesson No. 10 in this series) and 
one of those steps is the quotation 
of a price to the customer. Ex- 
perts claim that the sale is 60 per 
cent consummated when the sales- 
man is allowed to quote the price. 
At any rate, it is a demonstrated 
fact that the more quotations a 
salesman makes the more sales he 
will close. 

In most industries price quota- 
tion is a simple matter of referring 
to a list and possibly performing 
some elementary addition or multi- 
plication. Not so for the consumer 
salesman of building products and 
packages. His is a much more 
complex procedure and one he must 
master to be successful. Most of 
the building packages he sells (new 
buildings and property improve- 
ment jobs) are sold before they 
are manufactured. This makes it 
necessary for him to figure in ad- 
vance how many materials, hours 
of labor etc. will be required to 
manufacture the package. 

In preparing a quotation for a 
new building or a property im- 
proyement job the following items 
must be considered. Those which 
pertain to the particular job being 
estimated must be included in the 
final selling price: 
Plan or sketch 
Specifications 
List of materials 
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Estimate of labor 

Architect’s fee 

Charge for financing 

Fire insurance 

Compensation and 
surance 

Compensation for salesman 

Profit for dealer 

Profit for contractor 

Fees for survey 

Inspection fees 

Charges for permits 

Social Security tax 

State sales tax (if any) 


liability in- 


PRACTICES VARY 


MOST successful salesmen of 
building products and packages be- 
come competent estimators after 
they have been on the job a few 
years. In some yards this is ex- 
pected of them—in others it is 
not. Practices vary according to 
the organizational set-up of the in- 
dividual yard. Because of the many 
complex factors involved the sales- 
man is seldom given the entire re- 
sponsibility for setting the price 
on a new home. More frequently 
he is expected to price property im- 
provement jobs. In all of these 
matters, of course, the salesman 
must turn to his sales manager for 
final instructions and will operate 
as provided by company policy. 

Regardless of whether he is ex- 
pected to do the actual estimating 
—or whether this work is delegated 
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to another employee—the salesman 
has certain definite responsibilities 
in preparing the quotation. These 
responsibilities include sketching, 
measuring and other factors. 

In property improvement jobs 
four steps are involved in building 
the selling price so that it may be 
quoted to the customer. They are: 

1. Sketching. Preparation of a 
sketch is the first requirement. The 
best memory might slip occasion- 
ally, especially when you have a 
number of jobs in the works, but 
a correct sketch never forgets. The 
salesman is the logical man to make 
this sketch. 


The sketch need not be drawn to 
scale but it must be neat, fairly 
accurate, legible and understand- 
able. The important thing to re- 
member is that the sketch must 
give the estimator all the figures 
he will need. The sketch, of course, 
must be made at the building where 
the job is to be done and the fig- 
ures should be checked before you 
leave. 

2. Measuring. The salesman is 
usually responsible for making 
measurements. You should ac- 
tually measure and not guess. Meas- 
urements should be as complete as 
possible and inserted in the proper 
places on the sketch. Then the 
whole thing should be rechecked 
before you leave. 


Be methodical and careful in 
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3 points make quick sales! 
ARMSTRONG’S INSULATING WOOL 


You don’t have to do a lot of explaining when 
you sell these important advantages of Arm- 
strong’s Insulating Wool. Your customer will 
easily understand these three obvious fea- 
tures of the material. 

1. MADE OF FIBERGLAS*. Your customer 
already knows about Fiberglas. And he knows 
that glass can’t burn, rot, or decay. Once 
Armstrong’s Insulating Wool is in place be- 
tween the studs, the natural springiness of 
the Fiberglas helps to hold it there. Your 
customer can easily demonstrate this to him- 
self. Ask him to compress a sample and watch 
how it springs back into place. He’ll prove 
to himself that Armstrong’s Insulating Wool 
won’t settle or pack down to leave heat- 
leaking spots in his house. Armstrong’s In- 
sulating Wool has been used for years in 
refrigerated trucks and railroad equipment 
because it won’t settle or pack down even un- 


* T.-M, REG. U. S. PAT. OFF., OWENS-CORNING FIBERGLAS CORP. 
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der severe conditions of constant vibration. 
2. BREATHER PAPER. On the cold side this 
perforated paper protects the insulation and 
helps prevent condensation by allowing for 
circulation of air where it’s needed. Also, the 
perforations are spaced exactly one inch 
apart to make quick measuring and straight 
cutting easier on the job. 
3. VAPOR-SEAL PAPER. Moisture from the 
warm room is stopped by this tough, asphalt- 
sealed barrier which prevents harmful con- 
densation in the wall. It also helps to pro- 
tect the insulation against rough handling 
or accidental damage during installation. 
Armstrong’s Insulating Wool comes in 
standard Roll Blankets, Batt Blankets, Small 
Batts, and Pouring Wool. For complete in- 
formation, write to Armstrong Cork 
Co., Lumber Dealer Products Dept., 
4708 Lime Street, Lancaster, Penna. 





ARMSTRONG’S BUILDING MATERIALS 


TEMLOK ¢ INSULATING WOOL © MONOWALL ¢ HARDBOARDS e¢ INSULATED SIDING 








taking measurements and making 
sketches. The prospect will prob- 
ably accompany you, and his confi- 
dence will be strengthened if he 
sees that the job is measured ac- 
curately and priced scientifically. 
Even if you are clever enough to 
guess pretty accurately, don’t do 
it. Put on a little show for the 
prospect. 

3. Writing Specifications. In 
many cases. suitable sheets or 
forms to simplify this job will be 
provided by your company. A thor- 
ough and accurate job is extremely 
important. Every item should be 
listed. Materials to be used should 
be adequately described and how 
they are to be used should be ex- 
plained. Indefinite terms or phrases 
should be avoided; everything 
should be specific and clear. 


4. Estimating. This lesson does 
not attempt to cover the technique 
of making an actual estimate. A 
number of estimating systems are 
available, and it is suggested that 
interested readers write to this 
publication for additional informa- 
tion. Considerable study and prac- 
tice is required to master an esti- 
mating system. 

If you are qualified and your 
company expects you to prepare 
your own estimates, you should do 
this work at times when sales calls 
are not advisable. Whenever pos- 
sible estimating should be done in 
the office so you can consult your 
manager if it becomes necessary. 
You should use the proper forms 
provided. Avoid guesswork and 
risky short cuts. Estimates should 








be as specific and accurate as you 
can possibly make them. 


BE ‘“PROFIT-MINDED” 


UNDER average selling condi- 
tions it is necessary to contact a 
number of prospects before you 
receive one request for a price quo- 
tation. To justify the time you 
have spent you must convert as 
many of these quotations into sales 
as it is possible to do. 

The price you quote determines 
whether or not the job will show 
a profit, and in most cases it also 
determines whether or not you will 
sell the job. The price must be 
fair to everyone concerned—high 
enough to guarantee reasonable 
profits to your company, but not 
“all the traffic will bear” or so high 
that a competitor will sell the job 
on a price basis. 

As a salesman, your attitude 
toward estimating is vitally impor- 
tant. You should never regard it 
as a minor detail; it is an essential 
and important part of the sale. 
True enough it involves consider- 
able detail work. Since your in- 
come depends on making sales and 
not on handling detail you should 
follow a definite procedure in 
building the selling price. Natu- 
rally, you will want to handle this 
part of your work rapidly so that 
you can spend more time with other 
prospects, but you should never 
forget the need for thoroughness 
and accuracy. 

Quick handling of quotation re- 
quests is important. Prompt prep- 
aration of accurate estimates in ac- 





than in other industries? 


price? 


accurate. 





QUIZ FOR SALESMEN—LESSON 17 
|. Why is price quotation in the building industry more complicated 


2. List the items which must be considered in preparing a quotation 
for a building or remodeling project. 


3. Estimating practices vary from one yard to another. How is this 
work handled in your company? 


4. What are the salesman's responsibilities in determining the selling 


5. What must the sketch include? 
6. Give two reasons why your measurements should be precise and 


7. Should you recheck the figures and sketch before leaving the site? 
8. Plan a hypothetical remodeling job (it can be quite simple) for the 
house or apartment where you live. For the sake of practice, pre- 
are a sketch, enter the measurements and write a brief description 
of the job and materials to be used. 
9. Where and when should the actual estimate be prepared? 


10. Why is it important to handle quotation requests promptly? 
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cordance with the requirements of 
your customers will enable you to 
close a larger percentage of your 
prospective sales. In this way vou 
will close sales before competitors 
become aware of your activity, and 
the number of sales you lose will 
be minimized. 





Greater Sales 


Through Incentive Methods 
(Continued from Page 65) 


able the producing salesmen to 
earn greater incomes. 

The type of special incentive 
plans to be used will depend on 
what the sales department is try- 
ing to accomplish. Perhaps the ob- 
jective is to increase the sales vol- 
ume in any way possible and as 
much as possible. Perhaps it is to 
increase sales only in certain profit- 
able products and packages. Per- 
haps it is to concentrate efforts to 
keep sales from dropping during 
slack periods of the year. The ob- 
jective may be to establish a new 
line and build sales in it. Or there 
may be a temporary drive to clear 
obsolete or slow-moving stock out 
of inventory. Chances are that 
immediate sales objectives will 
change from time to time as com- 
pany problems change. Whatever 
the objective there is a special in- 
centive plan sufficiently flexible to 
help reach it. 

Sales contests and special bonuses 
are two of the most popular special 
incentive plans. Another plan is 
to temporarily increase commission 
percentages on certain lines. 

If the objective is to open new 
accounts or increase the size of 
the average sale, special incentives 
can be devised to encourage the 
salesmen to maximum cooperation. 

Alert sales management is al- 
ways shooting toward a_ specific 
goal or objective. By using imagi- 
nation and common sense the sales 
manager can readily devise con- 
tests, bonuses and other special in- 
centive plans which will help him 
to reach his goal. In doing so he 
should keep at least two points in 
mind: (1) the special incentive 
plan should never interfere with 
the basic compensation plan or vio- 
late its spirit. Rather it should 
be considered a temporary “extra” 
inducement over and above the 
basic plan. (2) The special incen- 
tive plan is no good if the addi- 
tional expenses it entails are not 
compensated for by a proportionate 
increase in profitable volume—or in 
the accomplishment of certain desir- 
able results which will strengthen 
the company’s sales position. 
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..- brings you up to date on 

latest prices and specifications 

for MILCOR SHEET METAL 
BUILDING PRODUCTS! 


HIS is your handy pocket-size reference book 

of information on Milcor Sheet Metal Build- 

ing Products — revised as of July 1, 1947. 

Here is the place to look for sizes, gauges, prices 
and discounts, freight allowances, and other help- 
ful information on: Metal lath . . . corner bead 
. «. casings and accessories . . . metal access doors 
... louver ventilators . . . pick-up carts . . . eaves 
trough, conductor pipe, elbows, and accessories 
... Other Milcor products your customers call for. 
Convenient index helps you find what you want 
—quickly. Descriptions are large, clear, easy to read. 


The things you should know about Milcor Sheet 


Metal Building Products are at your fingertips in this 


new price list. If you have not already received your 
copy, please write for it on your business letterhead. 


MILCOR STEEL COMPANY 
Inland Steel Products 
MILWAUKEE 4, WISCONSIN 


Baltimore 24, Md. Buffalo 11, N. Y. Chicago 9, Ill. 
Cincinnati 25, Ohio Cleveland 14, Ohio Detroit 2, Mich. 
Kansas City 8, Mo, Los Angeles 23, Calif, Rochester 9, N. Y. 











HOUSE PLAN NO. 634 
23, 675 Cubic Feet 


DED ROOM Ll BED ROOM 1600 Floor Feet 


BLANKET, 
12-4 xX 16-10 Banners 13-0 X 12-6 























ITCHEN 


13-0 X 9-4 
DIN,G SPACE 





Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a@ convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman & Building Products 
(Merchandiser, 139 North Clark street, Chi- 
cago 2, Mil. 
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iT ALWAYS PAYS 
TO RECOMMEND 


dd LUT 
extra glass 


@ Glass adds a smart, modern appear- 
ance to present-day homes, and it offers 
many practical advantages which your 
customers want to include in their homes 
when they build or remodel. You can en- 
hance your reputation as a source of mod- 
ern building ideas... give your customers 
what they want ... and increase your own 











business . . . by suggesting glass installa- 
tions which are both good-looking and 
useful. 





A mantel mirror, for example, will 
glamorize a living room . . . it reflects all 
its color and movement, makes it seem 
larger. Carrara Structural Glass makes a 
colorful fireplace surround . . . or an easy- 
to-clean splash panel over kitchen sink or 
bathroom lavatory. And at least one full- 
length door mirror should be in every 
home. The popularity of smart, service- 





able applications like these proves ... a 
little extra glass means a /ot of extra 
charm. 





We will gladly send you our booklet 
illustrating these and other modern sug- 
gestions on the use of glass in homes. Send 
the coupon below. 


Every home should have at least 





one full-length door mirror. It is 





modern, glamorous ... and easy to 


install. re en 
Ss Pittsburgh Plate Glass Company 
2238-7 Grant Building, Pittsburgh 19, Pa. 


Gentlemen: 


Please send me, without obligation, your new book on the use of glass in the home. 


TI iia ines alacant aaa Rdoes alien Aricariecrae arama ee se 


"PITTSBURGH ' slanab for Lualily Glass and (Print 


Te eae ee ae PLATE oS ee a COMPAN Y 
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HOUSE PLAN NO. 650 
15,400 Cubic Feet 
604 Floor Feet 











HOUSE PLAN NO. 636 
15,200 Cubic Feet 
850 Floor Feet 
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SUPPLY PROBLEMS: there are flurries in the lum- 


ber market, usually described in terms of ‘‘chang- 
ing conditions.” But these changes don't seem to 
show up in the statistics of retail inventory and 
sales. The NRLDA mentions retail stocks of 4,368,- 
000,000 feet and adds that this is an increase of 0.1 
per cent in 30 days. At that rate, retail holdings 
would double in about 80 years. During the same 
30-day period, sales increased by 0.7 per cent. Sev- 
eral regions reported wider swings, but on a n- 
tional basis, lumber distribution and replacemer 
didn't get far from equilibrium. 





EXPORTS: federal control of lumber exports is the 


current controversy within the industry. Manufac- 
turers ask that export controls be lifted for two rea- 
sons: first, in support of peacetime freedom of enter- 
prise and, second, to open market outlets for accu- 
mulating mill inventories and thus keep certain 
U.S. operations from shutting down. Retailers don't 
see it, hence the tumult and shouting. Clearly there 
are two sides to the affray so keep that fact in mind 
if this page mentions chiefly the retail argument. 


THE RETAIL POSITION: the NRLDA holds that until 


U. S. housing approaches nearer to national needs 
and until domestic lumber prices are stabilized the 
export of lumber should be controlled. It doesn't 
object to continuing recent allotments, amounting to 
some 900,000,000 feet a year, feeling that there are 
some foreign obligations this country should meet. 
But there are a couple of facts that make for un- 
easiness. First, foreign buyers will want upper 
grades, since shipping costs are prohibitive on low- 
ers. It is this premium material that’s in short sup- 
ply for U. S. housing. Second, the U. S. is almost 
the only source of lumber for Europe and Africa. 
No Russian lumber and very little from Scandina- 
vian and other Baltic countries. An uncontrolled 
U. S. export market could be a disaster to the do- 
mestic housing program. 





BUILDING LABOR: housing contractors may find 


themselves in competition for labor with industrial 
and commercial builders. Indications now are that 
heavy construction is going forward. Various ex- 
planations: one that large concerns have cased the 
joint and have decided that, all things considered, 
this is a good time to get their needed plants built. 
They look a lot farther ahead than the next read 
justment. Incidentally, ‘‘disinflation” is the new 
word in Wall Street. Cute, we call it. Neat but not 
gaudy. The big boys figure they can afford to build 
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when prices are high, if this means they'll be fixed 
to go when that disinflation thing comes along and 
puts the dust on the little competition. Anyway, 
count on some competition for building labor by 
heavy construction. 


PENDING INQUIRIES: retailers expect an assort- 





ment of Congressional tough-guy investigations into 
the housing story this fall. These probes are aimed 
not only at construction-labor practices but also at 
builders and at dealers in building materials. Deal- 
ers and builders have little basic control over the 
price structure of materials. But if prices go higher 
and stall the construction market, these men will be 
hurt. Also the investigators might hold them ac- 
countable for the whole pattern of high prices, sim- 
ply because dealers and builders come directly into 
contact with would-be home owners. And some 
body has to take the rap. 


OTHER MATERIALS: millwork, according to reports, 





will be rather hard to come by for some time yet. 
One reason, it appears, is the competition for pon- 
derosa. Other lines, of which box shook is but one, 
are looking covetously at this handsome wood. 
Production is pretty large but not large enough. 
There’s some gloomy talk in the Pacific Northwest 
that maybe millwork men will have to find a sub- 
sidiary kind of tree to help carry the sash and door 
load. 


LOOKING AHEAD: sure enough, there’s plenty of 


apprehension and you ought to be watching vari- 
ous rat holes. Russia probably gets more attention, 
of a scared kind, than it deserves. Russia is said 
to be worse scared than anybody else, but that iron 
curtain conceals part of the tremors. Two other 
things you'd better keep under your eye. One is 
the British Exchequer, and the other is the U. S. 
frosts. That's right. The British are in a bad fiscal 
crack, and the corn isn't so good, either. 


TRADE & INFLATION: economically linked with 


Great Britain, by the sterling bloc or long estab 
lished trade relations, are some 30 or 40 other coun 
tries. A bad slide there, and U. S. exports might 
get pushed in the face. That could mean some king- 
size unemployment in our midst. And if the frost 
gets the corn in a big way, the chain reaction could 
include such items as scarce and costly food, issu- 
ing in a demand for more wages, followed by 
higher prices of clothing and manufactured goods. 
In other words, a fresh shot of inflation. But this is 
an old country that has had many troubles; most 
of which never happened. 
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Only ONE application of 
CELO-SIDING gives you 


INSULATION 
SHEATHING 
STRUCTURAL 


STRENGTH 
EXTERIOR FIKigy 


CELOTEX DEALERS: We will supply Celo-Siding broad- 
side for mailings to farmers on R.F.D. Box Holder lists, imprinted with your 
name. No addressing necessary. Only cost to you is 1!/2¢ postage per name. 
Write us direct ordering number desired. 


THE CELOTEX CORPORATION 
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LELO-SIOING 










TRADE MARK 


cant 
ene I 


The Celotex product ideal for 
constructing insulated farm 
utility buildings 


A remarkable product — Celo-Siding ofters 
insulation plus sheathing, structural strength 
and exterior finish, all in one application! 


Perfect for any utility buildings— brooder 
houses, range shelters, laying houses, work 
sheds; almost any farm utility building can 
be built with Celo-Siding quickly, easily, 
economically. 


Nationally advertised in farm publications. 
Merchandising and display material also 
available to Celo-Siding dealers. 


Available now! See your Celotex represen- 
tative or write us—find out how you can use 
Celo-Siding most effectively. 


Celo-Siding is a superior insulation siding. Core is genuine 
Celotex Cane Fibre Board, famous for insulation and 
strength — Ferox-treated to resist termites, dry rot, fungus 
growth. All sides and edges sealed against moisture by coat- 
ing of asphalt, extra thick on outside and surfaced with 
durable, colorful finish of firmly imbedded mineral granules 
that never needs painting. 





CLELO-SIDING 


RADE MARK 


ONE OF THE BUILDING 
Famous ©ELOTEX propucts 











* CHICAGO 3, ILLINOIS 
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Not a Bad Showing 


UST NOTICED in a St. Paul 

(Minnesota) newspaper that 
60.9 percent of the city’s 95,363 
home units are owned by their oc- 
cupants. Presume. the same ratio 
prevails pretty generally in other 
metropolitan centers. Seems like 
a good showing and one that re- 
futes some of the blasts of our 
energetic bureaucratic planners 
who insist on pointing the finger 
of scorn at our home builders. No 
other nation on earth can boast of 
a similar showing. Somebody 
must know something about home 
building ! 


x: 


The secondhand lot seems to be 
the place to get your 1947 car. 
and at what a price! Lumber, how- 
ever, continues to be sold out of 
lumber yards. 


x 


“Home Tips and Tunes’ 


SALUTE TO the _ Insulation 

Board institute for coming 
up with a mighty smart merchan- 
dising idea—a new kind of radio 
program. Under the appropriate 
title of Home Tips and Tunes the 
institute programs are written in 
script form and made available 
without cost to one radio station 
in each city. The institute does 
not sponsor the programs——merely 
prepares them. Stations run them 
as a matter of public service or 
have them sponsored locally by in- 
terested firms. To date, 260 radio 
stations have written in for the 
programs. 





x 


Giving less for more is a mighty 
poor formula for permanent pros- 
perity. 

x 


Three-Way Merchandising 
Opportunity 


ESTERN PINE association 

tested 600 knot sealers be- 
fore they found one (WP-578) 
that they could endorse. Twenty-six 
paint manufacturers are now mak- 
ing it and lumber dealers have 
found it to be an item worth push- 
Ing in their paint departments. 
However, the value of the product 
doesn’t stop there. It extends the 





service performance of Economy 
Siding (tight-knotted drop siding 
and rustic) and takes the pressure 
off other types of siding not avail- 
able in sufficient quantities to meet 
demands. Alert lumber’ dealers 
have been quick to see the mer- 
chandising opportunity inherent in 
such a setup. 


Bad tempers do not solve material 


shortages. 
" & 


Competition Takes Over 

sal dre THEN,” demanded a 

Congressman of General 
Robert E. Wood, chairman of the 
board, Sears Roebuck & company, 
when he was being questioned by a 
Senate committee, “what about the 
mantel radios that cost $10 be- 
fore the war and $30 after the 
war?” 

“They weren’t worth $30,” re- 
plied the world’s greatest store- 
keeper. “Today the price of these 
same radios is $20. And, in about 
three months or more, they’ll sell 
for $15.” 

It appeared to the witness that 
competition would bring down 
prices more effectively and quicker 
than could be done by Congres- 
sional edict. 

* 


“Why shouldn’t postal rates be in- 
creased?” asked an old meany as 
he wearily went through his mail. 
“Perhaps it might improve the 
quality of the tons of material that 
isn’t worth mailing, no matter how 
little it costs to send it.” 


Going Up? . . . Or Is It Down? 

URING THE FIRST five 

months of last year, 59 lum- 
ber dealers went broke. In 1947 
the number increased to 77 during 
the comparable period. It has been 
a long time since we heard any- 
thing about bankruptcies in the re- 
tail lumber industry. 

What a Market! 

F THE 95,363 home units 

mentioned in the first para- 
graph, 44,566 need repairing, and 
10,458 of these need new roofs. 
No wonder there are so many more 
applicators than lumber dealers. 
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Few Can Deliver! 
VAILABILITY” has become 
the top-ranking sales point in 
connection with houses in most 
areas. The hard-pressed family in 
immediate need of a home can’t 
wait several months while graders, 
cement workers, carpenters, plumb- 
ers, plasterers, painters, and others 
complete their respective jobs. 
Building a home shouldn’t take all 
summer in a nation where an au- 
tomobile can be made in an hour 
or so. 
x x 
"The Best Things in Business 
Are Free" 
HE MOST VALUABLE ad- 
juncts in the operation of a 
lumber yard are not the trucks, 
lifts, trailers, bookkeeping ma- 
chines (all of which cost oodles 
of money). Naturally they all play 
an important part, but they become 
liabilities if operated by _ dis- 
courteous, indifferent, unintelligent 
employees. The man who handles 
the finest truck that money can buy 
can sour a customer with a few 
poorly chosen words so that he will 
never have a chance to make a re- 
peat delivery. In a so-called ma- 
chine age, human beings are still 
as important as ever. 


* * % 


Question of the Hour 

N THE HOUSE ORGAN of one 

of the nation’s best known and 
most successful concerns, we came 
across the following: 

“Our pay rates are now at the 
highest peak in the company’s his- 
tory. The length of vacations and 
the recognition of special holidays 
are more liberal than in previous 
years. These things mean higher 
costs for the production of our 
goods. These goods must find a 
market at prices which are com- 
petitive. These prices must be 
reasonable if the public is to con- 
tinue to use our production in in- 
creasing volume. Question: ‘How 
to pay for these higher costs and 
still expand our natural markets.’ ”’ 

That is the question all compa- 
nies will have to face sooner or 
later. Perhaps this is the time to 
begin to think a way out. 
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New Steel Pallet 


A new steel pallet, designed to 
cut down shipping costs through 
light weight and to reduce han- 





dling costs through eight-way lift 
utility, was introduced last month. 
Design of the new unit permits the 
forks of a lift or pallet truck to be 
slipped between the top and bottom 
sections from eight different direc- 
tions—four sides and four corners. 
In the new pallet, top and bottom 
sections are held together by the 
hollow steel posts, crimped to hold 
the unit together without welding. 
Available in six sizes, the pallet is 
said to hold up to 20,000 pounds of 
boxed or bagged materials. For 
more complete information write 
Monroe Auto Equipment company, 
Dept. AL&BPM, Monroe, Mich. 


New Faucet Handle 

A newly designed faucet handle 
is available for replacement on all 
standard sink, bath, lavatory fix- 
tures. It is said to fit all diameter 
valve stems, either square or spline 
shank, and regardless of how badly 
the splines are stripped. It elimi- 
nates necessity of replacing entire 
fixture when handle slips or be- 
comes stained or cracked. Unique 
design of the handle is an Allen 
set screw in the side which upon 
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tightening forces a hardened steel 
blade to imbed in the valve stem, 
producing a positive lock-tite grip. 
Made of chrome plated brass, Na- 
tion-Wide handles are offered in 
3eaver-tail type and cross handle 
type. For further’ information 
write Sturgis Plating and Man- 
ufacturing company, Dept. AL& 
BPM, Sturgis, Mich. 


Wall Framing Blueprints 

Sets of blueprints detailing three 
forms of wall framing are available 
The blueprints illustrate stud walls 
without bracing but with diagonal 
sheathing; stud walls with let in 
bracing and horizontal sheathing; 
and stud walls with cut-in bracing 
and horizontal sheathing. Given 
on the blueprints are the relative 
stiffness and strength factors of 
the three types of construction as 
compared to a basic stud wall with 
horizontal sheathing and no brac- 
ing. The blueprints are convenient 
counter size, 744 x 91% inches. They 
may be obtained for distribution 
free of charge by writing West 
Coast Lumbermen’s association, 
Dept. AL&BPM, 1410 S. W. Morri- 
son street, Portland 5, Ore. 


Canvas Water Bag 

A new type large size canvas 
water bag for use in carrying 
drinking water to men working on 





been an- 
nounced. Called the Water Boy, 
this new bag has a complete shoul- 


construction jobs has 


August 


GALES ADS + MMR 


der harness and apron which straps 
to the back of the carrier, enabling 
him to climb ladders and go wher- 
ever men are working. It is 
equipped with a sanitary chrome 
spigot which can be used either as 
a faucet or turned up and used as 
a bubbling fountain. Made of 
heavy canvas, it allows water to 
slowly seep through and be evap- 
orated by the air keeping the water 
cool and fresh. It holds five gal- 
lons and when not being carried 
can be hung for convenient use. 
For more complete’ information 
write H. Wenzel Tent & Duck com- 
pany, Dept. AL&BPM, St. Louis 4, 
Mo. 


Garden Hose Coupling 


A new garden hose coupling, 
Slide-Lock is being introduced on 
the market. Of a ball-and-groove 
design, the hose end is flanged to 
slide into the grooved faucet end, 





and is locked in place by a spring- 


tensioned ball. Ball-lock provides 
full-swivel rotation, thus prevent- 
ing hose kinks. A _ special, con- 
toured gasket in the faucet end 
automatically seats itself under 
pressure to make an _ absolutely 
watertight connection. Slide-Lock 
is said to be made of non-corrosive 
metals. The stainless steel ball is 
actuated by a cadmium-plated steel 
spring assembled in special grease 


16, 1947, AMERICAN ILUMBERMAN es 














straps 
abling 


wher- 
It is 
nrome 
ler as 
sed as 
le oof 
er to 
eVap- 
water 
e gal- 
irried 

use. 
lation 
. COM- 
uis 4, 
pling, 
ed on 
‘roove 


‘ed to 
end, 





ring- 
vides 
vent- 
con- 

end 
incder 
utely 
‘Lock 
osive 
all is 
steel 
rease 





FROM OUR OWN FORESTS AND MILLS 


Carload Quantities 


PONDEROSA PINE, SUGAR PINE, 
DOUGLAS AND WHITE FIR 


YARD STOCK 


Our recently increased timber holdings and added manufacturing facilities 
assure you continued, dependable supplies of Smith-Quality lumber and 
special lumber products. Send us your inquiries for anything made of 
Western Lumber. We manufacture and specialize in 


Furniture Dimension Venetian Blind Slats, Rails and 
Glued-Up Stock Fascia 

Carpenters’ and Special Mouldings Ladder Stock 

Industrial Shook Ready-to-Assemble Furniture Parts 


We can also supply yard stock in any West Coast Wood. ECONOMY PRICES and 
QUICK SHIPMENT on SIS or S1S2E *4” and S1S-S1S2E or S48 11/16” Common— 


can be C.M. S/L and EV 2EI1S. 


Address all Correspondence to our Kansas City Offices. 


RALPH L. SMITH LUMBER CO. 


1635 Dierks Bldg. Kansas City 6, Mo. Victor 4143 


Member of Western Pine Assn., National Wooden Box Assn., National-American Wholesale Lumber Assn. 








West Coast Office: 910 Porter Building, Portland 4, Oregon 




















Hitch every hauling job to the IB! Faster hauls mean 
more lumber moved per hour, more available space 
for incoming loads, increased yard efficiency. 





Pur the sturdy, compact Allis-Chalmers bar. Sweeper attachment available for clean-up 
Model IB wheel tractor in charge of cutting lumber work and snow removal. Ask your experienced 
handling costs. The master of all hauling work, it Allis-Chalmers dealer to show you the many ways 
maneuvers heavy loads through narrow passages, the fast-working IB can speed lumber handling, 
up steep ramps, around sharp corners; also pushes cut yard cost. 
loaded cars into dry kilns. Operates on less than a Prompt Delivery! 
gallon of fuel an hour. Turns ona seven foot radius. 
Has 13% drawbar h.p....speeds to 10 m.p.h. LLIS:‘CHA LM ees 
Equipped with a time cutting, Quick-Hitch draw- ALLI BIVISION © MILWAUEEE §. EEL 
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WHAT’S NEW? 





for longer wear. Threads fit all 
standard hose, faucet and sprinkler 
connections. A three-color counter 
display holds twelve couplings. For 
further information write Cleve- 
land Supply company, Dept. AL& 
BPM, 8709 Santa Monica _ boule- 
vard, Hollywood 46, Calif. 


Electric Impact Tool 


A new electric, all-purpose im- 
pact tool is announced. Using 
standard attachments, it will apply 
and remove nuts, drill, ream, tap, 
drive and remove screws, drive and 
remove studs, extract broken cap 
screws and studs, run wire brushes, 
do hole saw work, drill brick and 
masonry, drive wood augers. The 
new machine weighs 614 pounds, 
has an over-all length of 10% 
inches, a free speed of 2000 r.p.m. 
and delivers 1900 rotary impacts 
per minute under load. More com- 
plete information will be furnished 
by writing Ingersoll-Rand com- 
11 Broad- 


pany, Dept. AL&BPM, 
way, New York, N. Y. 





The BEST BALANCE 


COSTS NO MORE THAN OTHERS 


ME 





No mortising: no adjusting. 
Eliminates unsightly and noisy 
weights, pulleys, cords, 
chains, tapes. tubes—nothing 
to interfere with painting. 


The Rochester saves fuel be- 
cause it’s weather-tight. with 
no pulley holes or weight 
boxes; sash stile grooves are 
covered top and bottom. 


Pre-tensioned at factory—ac- 
celerated spiral gives perfect, 
quiet action. 


Rust-proofed!—guaranteed for 
the life of the building. And 
it's the fastest of all balances 
to install. 

BE PREPARED TO 
YOUR TRADE WITH THIS 
MOST EFFICIENT AND ECO- 
NOMICAL OF SASH BALANCE. 


SUPPLY 


Our 53rd Year of Quality 
Production 


MILWAUKEE STAMPING COMPANY 
806 S. 72nd STREET, MILWAUKEE 14, WIS. 
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Advertising Mat Service 

An advertising mat service has 
been designed exclusively for lum- 
ber and building material dealers. 
The service will be distributed only 
through state and regional associa- 
tions. There are four basic pack- 
ages, each with a regular monthly 
supply of layouts, headlines, mats, 
etc., to choose from. The dealer 
can subscribe for a single package, 
a pair or all four. In addition, 
there is available to those who sub- 
scribe to the service, a giant mat 
catalog of merchandise spots only. 
These are indexed into 14 classifica- 
tions. For further information 
about this mat service contact your 
state or regional association. 
Bronze Paint Promotion 

Sheffield Bronze Paint corpora- 
tion, manufacturers of Super- 
Krome aluminum paint, as well as 


erior 2 
Wood . Metal 











THE SMEFPFITLD BRONTE BAIT coRPonation— 


40 other types of paint specialties, 
has developed a merchandising and 
promotional plan to help every deal- 
er who retails paint to obtain a 
larger volume of sales. Shown here 
is some of the material included 
in the plan. The company, in addi- 
tion to point-of-sale displays, has 
prepared a series of 8 mats for 
newspaper advertising, with space 
for dealer name insertion. There 
are also window streamers, counter 
displays, color cards and catalog 
folders. For further information 
about Sheffield products and these 
dealer aids write Sheffield Bronze 
Paint corporation, Dept. AL&BPM, 
12405 Euclid avenue, Cleveland, 
Ohio. 


Dealer Radio Show 

Home Tips and Tunes programs 
are written in script form and made 
available without cost to one station 
in each city by the Insulation Board 
Institute, trade association of the 
insulating board industry. The in- 
stitute does not sponsor these pro- 
grams. In some cities they are 
carried by the stations; in others 
they are sponsored locally by in- 
terested firms. Each program takes 
up some phase of home planning or 


building. The program is written 
to be presented for 15 minutes, 
three times a_ week. Since all 
scripts are provided free, the only 
cost is the station’s time charge, 
If you would like more information 
write Lawrence H. Selz Organiza- 
tion Inc., Dept. AL&BPM, 221 N. 
LaSalle street, Chicago 1, Ill. 


All-Metal Wood Scraper 

The new Fletcher No. 300 wood 
scraper is an all metal tool. The 
entire handle is of aluminum for 
lightness, but is designed with re- 





inforcements making it capable of 
withstanding the severest abuse. A 
green crackle finish is said to pro- 
vide a surface easy to hold when 
pressure is applied. The _ blade- 
holding mechanism has a firm grip 
said to insure solid anchoring of 
the blade. The blade is released 
with a turn of the thumb nut. In 
addition to the standard double- 
edged scraper blade, the company 
announces an extra long blade 
which extends beyond both sides of 
the scraper for corners, and a ser- 
rated blade for roughing and re- 
moving paint. For more complete 
details write the Fletcher-Terry 
company, Dept. AL&BPM, 110 
Franklin street, Forestville. Conn, 


Stainless Steel Awnings 
Recently introduced, these awn- 
ings are fabricated of  rustless, 
stainless steel, permanently spot 
welded and trimmed in a choice of 


ten colors. They are said to be fire- 


proof, impervious to salt-spray, 
acid fumes, coal dust and severe 
climatic conditions. Construction 
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When you rent floor sanders to 
m complete service b 


erican Spinner Edger. 
dges can be mighty 
an Spinner elimi- 
right up to the 
ers will gladly 
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Hand scraping the e 
tedious and the Americ 
nates all this by sanding 
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ter-ro , | 
pn the rental fee for this labor porn 
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merican Spinner per year 
gine, tripled profits the 
original investment! 
tive literature and 


profit from the A 
is not unusual. Ima 
first year over your ¢ 
Write for latest descrip 
prices —no obligation. 

THE AMERICAN FLOOR 


SURFACING MACHINE 


PANY 
wee St. Clair Street, 


TOLEDO 3, OHIO 


Stair treads quickly 
finished with Spinner. 







Beitpinc Propucrs MERCHANDISER, August 16, 1947 





There are bales of statistics 
available on insulation. Fig- 
ures compiled by the UV. S. 


passage of heat and coidavail- 
ablecommercially, the lightest 
weight. [t can’t burn, doesn’t 


Bureau of Standards, the 
Army and Navy, Engineering 
Association tests, University 
Research. Anybody who can 
read can be an expert. 


prick your fingers, won’t pack 
down, doesn’t deteriorate. 
Its resistance to moisture is 
terrific. It’s the easiest and 
the fastest insulation to install 
—a pair of scissors and a 
tack hammer are all the tools 
you need. 


But wherever you look, and 
whatever you decide is 
important in insulation, you’ll 
quickly discover that Cellulite* 
is right up at the top of the 
heap. For instance, it is made 
from flame-proof cotton, the 
most efficient barrier to the 


Want the proof — simple, 
direct, unmistakable? Return 
the coupon, we’ll do the rest. 
The Gilman Brothers Com- 
pany, Gilman, Connecticut. 


@ K-factor 0.24 


@ Weight 0.875 Ib. per cubic foot | 
@ Exceeds FHA, FPHA, and 
HH-1-528 Specifications 


@ Flame-proof— resists 1800° blow 
torch temperature | 




















@ Manufactured under U. S. 


Government supervision 
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6 THE GILMAN BROTHERS COMPANY ’ 
53 Lawrence Street, Gilman, Connecticut ’ 
Send full information on Cellulite* Insulation to 4 
Name : 
Address_____— : 
ne Zone State oa ; 

( ) Builder ( ) Dealer ( ) Architect r 
*Trade mark registered é 
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WHAT’S NEW? 





is of tubular-strut type, allowing 
light weight and ample rigidity to 
withstand wind drag or heavy load- 
ing of ice or snow. Perma-Steel 
awnings will be available in size in- 
crements of six inches, length and 
width. For more complete infor- 
mation write Perma-Steel corpora- 
tion, Dept. AL&BPM, 2025 Fenkell 
avenue, Detroit, Mich. 


on mi 


.. 51 YEARS OF STABILITY -- 


Western Pine Directory 

A new Directory of Membership 
dated July 15, 1947, has just been 
issued by the Western Pine asso- 
ciation. This Directory, which 
supersedes the one of December, 
1946, contains more than 30 firms 
who were not listed in the previous 
issue. The Directory is a list of 
firms manufacturing the Western 
pines and associated species. It 
gives the address of each general 
sales office, eight-hour mill capacity, 
percentage of each species manu- 
factured, lumber items produced 
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Hickory 


Scotch Lumber Company has been de- 
livering satisfaction to lumber buyers 
for more than 50 years. 


on your next requirements. 
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‘Mixed Cars a Specialty . 
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and other items which are further 
refined before being shipped to con- 
suming areas. For a free copy of 
the Directory write Western Pine 
association, Dept. AL&BPM, Yeon 
building, Portland 4, Ore. 
Automatic Safe-T-Lock 

This new lock is a door lock that 
is said to protect constantly. The 
secret is in the patented automatic 
safety latch which snaps into place 
when the door is opened, prevent- 
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— 
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i ke 
STE LOCK THAT REMEMBERS 5 
WHEN YOU FORGET“ 





ing entrance to any but those who 
are let in. It automatically engages 
whenever the door is closed, yet 
can be released by a flick of the 
finger from inside the room. When 
set in the extended position, the 
safety latch allows ventilation 
with security. Both the safety 
latch and bolt may be opened from 
the outside with a key. For more 
complete details write Automatic 
Safe-T-Lock company, Dept. AL&- 
BPM, 4600 S. Kedzie avenue, Chi- 
cago 32, Ill. 
Tilting Arbor Table Saw 

A new type of tilting arbor tabie 
saw has been developed. Trade 
marked Timberline, it is said to 
combine’ extreme and 


accuracy 





ruggedness ‘with light weight for 
on-the-job work. The eight inch 
diameter blade unit weighs 130 
pounds including the one _ horse 
power motor. The ten inch diame- 
ter blade unit is of the floor type 
weighing 240 pounds. Features 
include extra heavy duty ma- 
rip fence, anchored front 
and rear, and a micrometer elevat- 
ing device to determine depth of 
cut without measuring. Arbor 
length will accommodate dados up 
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Timber for Tomorrow’s Lumber Needs 


The new growth on White River tim- 
berlands is expected to provide the 
. giant White River mills with saw logs 


for as many years as man can see 


ahead. 


Special precautions are taken to 
guard against fire—and with success- 
ful fire protection and modern forest 
practices, White River should have 
adequate timber resources for prac- 


tically indefinite operation. 
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New Growth on Lan 


WHITE RIVER LUMBER COMPANY 


Enumclaw, Wash. 
Since 1896 Douglas Fir — West Coast Hemlock 


HUTHER BROS. 





ds Logged Off 15 Years Ago 







































PATENT INSERTED TOOTH GROOVER . FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 








BulLbING Propucts MERCHANDISER, August 16, 1047 - 83 














WHAT'S NEW? 





to 13/16 inch width. The table 
is of alloy iron, stress relieved and 
ground. For more complete infor- 
mation write Westbuilt Metal Prod- 
ucts company, Dept. AL&BPM, 
9716 Saturn street, Los Angeles 
35, Calif. 


Aluminum Nails, Staples 


Now available is a new line of 
aluminum nails and staples. Com- 
mon aluminum nails are available 
in sizes 3d to 40d. Aluminum 
staples are available in 9ga., one 
inch and 114 inch sizes. Roofing 
nails in sizes one inch to 2's inches 
with 7/16 inch head. Also avail- 
able are shingle nails, box nails, 
plaster board nails, asbestos shingle 
and siding nails. All nails and 
staples are packed 50 pounds per 
keg. Aluminum roofing nails up 
to 9 ga. are available with neoprene 
washers. Samples of the aluminum 
nails for testing will be supplied 
free of charge. For further in- 
formation and free samples write 
Nichols Wire & Steel company, 


Pick-Up Cart 

The husky two-wheeled Milcor 
pick-up cart can be used on any job 
where carrying is involved. Front 








tips right down to the ground or 
floor so that leaves, rubbish and 
other loose material can be raked 
or swept in and heavy objects 
rolled or pushed in. The handle 
acts as a lever to raise the loaded 
hopper up onto the two wheels with 


the load rests on the wheels of the 
cart, not on the arms of the user, 
Two wheels make the cart easy to 
maneuver while eliminating the 
strain of balancing and the fear of 
tipping. The cart is constructed 
of heavy gauge sheet steel, with 
green, baked enamel finish on the 
body. It has wide rubber tires and 
one-piece tubular steel handle. For 
further information write Milcor 
Steel company, Dept. AL&BPM, 
P. O. Box 393, Milwaukee 1, Wis. 


Three New Timber Saws 
The Mall Tool company an- 
nounces three new power saws 


suitable for clearing land, felling, 
limbing and bucking pulpwood or 
big timber up to 12 feet in diame- 
ter. Mall model 7 gasoline en- 





gine chain saw, one or two-man 
saw, for felling and bucking big 
timber; cutting chain swivels for 


















































Dept. AL&BPM, Davenport, Iowa. almost no effort. The weight of any angle cut by manipulation of a a. 
ma 
~ car 
I bli 
10 
a 1 i 4 of | 
STOP End Checking!!! “K 
14 
' Sar 
No. 464-A Lumber sealing compound is a = 
specially developed “end coating” that EASY TO Th 
roduces amazing results. th 

P g INSTALL ‘ 
Not a “lead and oil” paint but a new = 
product designed to do a particular job. i 
Can be applied with spray gun designed = 
| for heavy bodied materials or by brush. pe 
Color is black. = 
| Any mill, lumber dealer or manufacturer - 
who stores lumber can effect very substan- ee 
tial savings. L O U VERS be 
th 

Reports have been received that use of the FOR ATTIC VENTI LATION . 
compound has resulted in savings amount- Adid-Resieting ae Conresion-Pree : : 
ing to thousands of dollars worth of lumber Sane Santee tes tennis Cenetiened i 
previously lost due to “end checking.” No seams * No Spotwelds + Norivets * No screws m 
SPECIAL LOUVERS FOR NEW CONSTRUCTION “ 

. : Easy to install . . . No exposed nails 
} Wire or write today for STANDARD LOUVERS LUMITE PLASTIC SCREEN 
full particulars. Installed from inside No strain, no rust, no corro- 
Made in 11 sizes. sion—Outlasts metal. 
“ ” All Louver Boards free from frame to allow for Expansion. 
ALL ALLOW UNOBSTRUCTED, MAXIMUM VENTILATION 

| The Akron Paint and Varnish Company 2 eee | 

AKRON 1, OHIO ALL MAKE GOOD PROFIT — SATISFIED CUSTOMERS | 
ast. tere A. D. HEMPHILL CO. F 

114 Franklin Street Lake City, Minnesota 
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I DOUBLED 


my truck’s 
earning power 








with a 


ETRONT BJAUTOMOTINE 
Thornton Drive 


“Yes, sir! I really hit a gold mine when I put Thornton 4-Rear 
Wheel Drive on my medium truck! That Thornton Drive has 
made my medium truck into a heavy hauler—a powerful, high 
capacity, rugged 6-wheeler. It has doubled my profits by dou- 
bling my payloads and increasing my performance by nearly 
100°%—yet I still have the operating economy and advantages 
of a medium truck! 


“Figure it out yourself. My medium truck had a G. V. W. of 
14,000 pounds. When equipped with a Thornton Drive, that 
same truck has a gross of 30,000 pounds. This additional equip- 
ment increased my body and 
chassis weight by only 78%. 
Therefore, the payload was more 
than doubled. 





“And performance? My Thorn- 
ton Drive, using 3 NoSPIN Dif- 
ferentials*, gives me two driving 
axles, four driving wheels—each 
with powerful, positive, inde- 
pendentdrive. With thatincreased 





DETROWT EAvTOMOnYE 





traction plusthe Thornton Drive’s 
rugged walking beam springs, I 
can get out of mighty tough places 
—do jobs I'd never attempt other- 
wise. My performance is 100% 
better both on the road and on 
those rugged off-the-road jobs. 


“Yes, sir—any trucker can hit 
the profit jackpot—double his 
earning power—by converting his 
medium equipment to heavy ca- 
pacity, high performance trucks 
with Thornton 4-Wheel Drive!” 





*NoSPIN Differential 
Is a Profit ena 


NoSPIN is standard tin 
the 2-speed gear case of the 
Thornton Drive, providing posi- 
tive drive to both rear axles and 
eliminating axle fight over any 
terrain. 

When NoSPINs care also used 
in both driving axles (optional), 
positive drive is provided to all 
four rear wheels. 

NoSPIN Differentials are also 
available for single axle trucks. 











-DETRON ES AUTONOTIVE 


PRODUCTS CORPORATION 





(Formerly Thornton Tandem Co.) 


8701 Grinnell Ave. ° 


Detroit 13, Michigan 


SOLD BY TRUCK DEALERS EVERYWHERE 
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FOR HIGH SPEED 
TRUE CUTTING USE 
COMETS 


Precision accuracy, blazing speed mark 
all Comet Radial Power Saws. They are 
further distinguished by their ability to 
give around-the-clock service for years 
without sacrificing speed or accuracy. 
Where there is volume work to be done, 
Comets are put to it by more and more 
builders. Comet preference is truly based 
on Comet performance. Order from your 
dealer, or write direct. 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 
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single lever. Mall models 30 and 
36 circular saws, one-man tool, for 
clearing land, felling, limbing and 
bucking; 30-inch blade; weighs 200 
pounds; circular blade can be in- 
dexed for notching, bucking and 
limbing cuts from operating han- 
dle, without touching blade. Mall 
bow chain saw, illustrated, one or 
two-man tool; for smaller timber 
or pulpwood; bow design prevents 
pinching. of chain in cut; cutting 
unit can be swiveled to any angle 
for felling or bucking. Free book- 
lets and full information about these 
saws and new lower price sched- 
ule are available by writing Mall 
Tool company, 7733 S. Chicago ave- 
nue, Chicago 19, IIl. 


New Intercom Book 


How to Solve Communication 
Problems tells how Executone units 
are used throughout almost any 
type organization. It tells how Ex- 
ecutone will help control production 
and materials, coordinate all de- 
partments, relieve switchboard con- 
gestion, save telephone call-backs 


and locate roving personnel. It of- 
fers remote reply, adjustable vol- 
ume, push button selectors, simul- 
taneous paging, annunciator calls, 
interceptor control, simultaneous 
conversations. For a copy of the 
new book write Executone Inc., 
Dept. AL&BPM, 415 Lexington 
avenue, New York 17, N. Y. 


Tile Setting Textbook 


A basic textbook containing 19 
lessons on the essentials of tile set- 
ting has just been published. The 
book covers the fundamentals of 
floor, wall and specialty tile setting. 
For further information about the 
book write Tile Council of America, 
Dept. AL&BPM, 10 E. 40th street, 
New York 16, N. Y. 


Tight-Fitting Joints 


Of interest to the building trade 


is the announcement of a new tool,, 


3ord-Jak. This new tool is pat- 
terned on the level principle and 
is designed for quick application 
of flooring, siding and sheathing 
with tight joints. With Bord-Jak 
it is said even badly warped boards 
can be forced into line and held in 


position for nailing. It is not nee- 
essary to hammer, block and set 
flooring or siding in order to ob- 
tain close-fitting joints. A quick 
tap of the hammer against the 
anchor heads sets it into position 
on the joists and lever action 
against the board pressure plates 
squeezes the boards tightly to- 











gether and holds them in position. 
In applying sheathing or siding, 
the tool is used in a vertical posi- 
tion; for flooring in a horizontal 


position. For more complete in- 
formation write Maco corporation, 
Dept. AL&BPM, Huntington, Ind. 











cut from virgin timber. 


Balance Maple 


Write 


wie AUCTION sue 
325,000 wikter 


SATURDAY, AUG. 30th 


Located 4 miles East of Shawano on 
State Highways 29-47-55 


All seasoned, well sawed and well piled. All 


58,000 Ft. No. 1 and 2 White Pine 
170,000 Ft. No. 1 and 2 Selected Oak 
65,000 Ft. Basswood, White Birch, Popple 


Trucking facilities for removal of lumber. For 
further information and catalogue 


Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


Bohr, McCarthy and Nuske Sales Corp. 
Clintonville, Wis. Phone 213 
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MARKET ANALYSIS 


Prices Firmer But Market 
Is Still Unsettled 

Reports indicate prices are firmer than a month ago, 
although the market is far from settled. 

The pine market, for example, has strengthened 
considerably in the past month. See prices below as 
sample indications. 

Hardwood flooring is expected to continue scarce 
for the remainder of the year despite the strong gain 
in production recorded over last year. For the first 
six months output of oak flooring jumped 140 per cent 
and maple flooring 50 per cent. 

The National Lumber Manufacturers’ Association 
favors the lifting of all lumber export controls, a move 
opposed by NRLDA. The retailer’s stand, as reflected 
by NRLDA, is that export controls should not be 
lifted until domestic lumber prices are stabilized. 


Issue Grading Rules 
for West Coast Lumber 

A new and attractive grading rules book on four 
species of West Coast lumber has been mailed 25,000 
retail lumbermen, architects, lumber specifiers and 
government officials, according to H. V. Simpson, man- 
ager, West Coast Bureau of Lumber Grades and In- 
spection. 

Effective date of the new Rules Book No. 14 was 
Aug. 1. It replaces Rules Book No. 12. The rules 
are published in two editions, a handy pocket-size 
for use by graders and others around milis and yards 
and a large book size for use by salesmen, sales man- 
agers, architects, engineers, retail lumber dealers 
and others. 

The new book covers Douglas fir, West Coast Hem- 
lock, Western Red Cedar and Sitka Spruce lumber. 
Extra copies may be purchased from the West Coast 
Bureau of Lumber Grades and Inspection, 1410 S. W. 
Morrison Street, Portland 5, Ore. 


Current Statistics on Output and Distribution 

Lumber shipments of 405 mills reporting to the 
National Lumber Trade Barometer were 14.2 per cent 
below production for the week ending July 26, 1947. 
In the same week new orders of these mills were 4.6 
per cent above production. Unfilled order files of the 
reporting mills amounted to 72 per cent of stocks. 
Kor reporting softwood mills, unfilled orders are 
equivalent to 31 days’ production at the current rate. 
Gross stocks are equivalent to 41 days’ production. 
‘or the year-to-date, shipments of reporting identical 
mills were 3.4 per cent above production; orders were 
6.9 per cent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 17 per 
cent above; shipments were 3.4 per cent above; orders 
were 23.1 per cent above. Compared to the corre- 
sponding week of 1946, production of reporting mills 
was 1.5 per cent above; shipments were 9.1 per cent 
below and new orders were 25.7 per cent above. 


Southern Pine 


Production of Southern Pine by the 101 mills re- 
porting to the Southern Pine Association for the week 
ending July 26, 1947 totaled 18,228,000 feet. This was 
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AUTOMATIC 


TACKER 


One hand operated. Hold mater- 
ial with one hand, tack it with the 
other. 

Ideal for tacking insulation, build- 
\ ing paper, screen wire etc. 

Send for circular. 


S T AR ePaper FASTENER CO. 








NORWALK, CONN. 
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VOLUME TURNOVER... 


QUICK PROFIT. . 


That's the story of the 
‘CHROMTRIM 
Teten -tt- Yourself 


METAL MOULDINGS 


MERCHANDISER 


sae compact metal moulding floor display occupies less 
than 22 square feet of your floor space. Yet it has 
proven itself a powerful self seller. Display contains 8 
tubes of consumer tested metal trim, 120’ of each shape 
to the tube, conveniently cut to six foot lengths and 
ready wrapped. Full color counter display card and 
100 six page consumer folders explain how simple it 
is to cut, bend and install CHROMTRIM metal mouldings. 
Order a CHROMTRIM MERCHANDISER today and prove 
to yourself what this nationally advertised profit builder 
can do for you. 


SEND TODAY FOR COMPLETE INFORMATION ON 
**TRIM-IT-YOURSELF"* 


Sold only through a nation wide distributor organization. 


R. D. WERNER CO., Inc. 


295 Fifth Ave. e New York 16, N. Y. 
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“50% Faster 


at /3 the Cost 


with FT « A Electric 
Swing Cut-Off Saws 


H & A Swing Cut-Off Saws make faster, more accu- 
rate cross-cuts in dimension stock with 1/3 tne power 
required by pull-push type machine saws that need a 
much larger blade to clear the motor. Practically 
effortless to operate—the blade is balanced back to 
cutting position by the motor. Write for literature, 
prices and name of nearest dealer. Sold on Money 
Back Guarantee. 
Model ea 5°’ x 16° 5 H.P. Motor, 

16’° Blade $315.00 
Model ee 4°’ x 14" 2 H.P. Motor, 

14’ Blad $259.00 
Model $—Sapasiiy 3°’ x 12°" 1 H.P. Motor, 

10°" Blade ; erate $186.50 

F.O.B. Fairtield 


Model 25 HESTON and ANDERSON 





DIVISION OF 606 W. Kirkwood St. 
ST. PAUL FOUNDRY FATRFE'TT DH, 
AND MFG. CO. IOWA 














WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD 


Built for the precision accuracy formerly obtainable 
only with the larger machines. A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retai! lumber companies and many 
wood-working establishments. Capacities: 24” x 8” to 
30” x 8’". Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 
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LUMBER MARKET 





22.73 per cent above the three-year average for the 
same mills. Shipments for the week ending July 26 
totaled 17,089,000 feet. This was 5.73 per cent below 
production for the week. Orders placed during the 
week totaled 19,741,000 feet or 8.90 per cent above 
production, 


Western Pine 


The cut by the 105 mills reporting to the Western 
Pine Association for the week ending July 26, 1947 
totaled 72,490,000 feet. The same week a year ago 
the cut was 77,780,000. Shipments during the week 
totaled 65,116,000; orders totaled 63,167,000. Ship 
ments were 10.1 per cent below production and orders 
were 12.9 per cent below production. Unfilled orders 
on hand at the end of the week totaled 205,878,000 
feet compared with 231,996,000 for the corresponding 
period last year. Gross stocks stood at 606,397,000 
compared with 596,301,000 for the same period last 
year. 


In the Market Centers 


SEATTLE—The market has strengthened since 
early July, but most prices are fairly level. Upper 
items are not up much. Flat grain uppers bring 
around $140 for B and Btr.; vertical grain $160 on 
an average, although there are sales all the way from 
$130 to $165. Green dimension moves at $57 to $60 
and green boards for the same price. Timbers bring 
$55 to $60. In view of the imminent car shortage, 
there is a greater tendency to want lumber right away. 
Buyers who have been holding off are back in the 
market again. Demand is especially good for upper 
items. Uppers are in no better supply and it is not 
likely they will be in the near future. Common items 
can be found. Local stocks are better, due in part 
to the slowness of residential construction. 

TACOMA—Mill production is good. Log inven- 
tories of most operators also good and steadily accu- 
mulating under favorable weather conditions. Some 
buyers are resorting to newspaper advertising in quest 
of hard-to-get items. Considerable local interest in 
dismissal of four portal-to-portal suits brought against 
three lumber companies and totaling more than $1,- 
000,000 in back pay and damages by Judge Leavy in 
Federal District Court. 

KANSAS CITY—Good grades of Southern Pine 
have recovered most of the recent declines and prices 
are quoted about $10 a thousand above the average 
price of 30 days ago. Surge of residential building 
coupled with a shortage of box cars accounted for 
the stiffening in prices. Mills here are quoting 1x8 
No. 2 shiplap common boards at $65 per thousand, 
compared to $52 to $55 per thousand in June. No. 2 
and better two-inch dimension are up $10 from the 
$60 to $62 price of June. Flooring of Grade C and 
better are steady at $150 to $160. Kiln-dried boards 
are bringing $70, an advance of $5 per thousand. 

Retail lumber yards in the Kansas City area report 
inventories 195 per cent larger early in July than a 
year ago. The Federal Reserve Bank reports 14! 
retail yards in this area did 15 per cent less volume 
the first six months of 1947 than for the same period 
in 1946. 
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947 .. with Seedburo 540 

ap hand trucks. An un- 

ABO beatable combination 

eek of modern styling and 

. utility is yours in the 

ip Seedburo 540 (illus- pe : 

ers trated). All metal, welded, precision machined roller-bearing 
P wheels, equipped with rubber tires to cushion shock. Rugged and 


ers versatile with pressed steel nose that will handle kegs, boxes, bar- 
10: rels, cartons, and bags. Seedburo handles a complete line of hand 

00 trucks. Order by catalog number from list below or write for 
additional information. Prices subject to change. 
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Light Construction Industry 
Well Represented on List of 
209 Best Managed Companies 


In a report by American Busi- 
ness, June, 1947, bankers, business 
men, investment authorities, news- 
paper business page editors and 
editors of leading business papers 
nominated 209 organizations as the 
best managed concerns of their 
communities. 

The light construction industry 
was well represented with over 30 
companies nominated. Among the 
companies considered to be the best 
managed in the country were: 

American Rolling Mill company, 
Anaconda Copper Mining company, 
American Telephone & Telegraph 
company, Arkansas Power & Light 
company, Armstrong Cork com- 
pany, Behr-Manning corporation 
(division), Bethlehem Steel com- 


IM THE MEWS 


pany, Better Brushes Inc., E. L. 
Bruce company, Calcasieu Lumber 
company, California Portland Ce- 
ment company, Coleman ‘company 
Inc., Consolidated Edison company 
of New York, Inc., E. I. DuPont de 
Nemours & company, General Elec- 


tric Lamp department, Harbor 
Plywood corporation, Hardware 
Mutuals company,  Hazel-Atlas 


Glass company, Hobart Manufac- 
turing company. 

Keystone Steel & Wire com- 
pany, Kohler company, Lightolier 
company, Minneapolis Mining & 
Manufacturng company, Mon- 
santo Chemical company, Mosaic 
Tile company, National Gypsum 
company, Parker Rust-Proof com- 
pany, Sargent & company, Ser- 
vel Inc., Sheffield Steel corporation, 
United Wire and Supply company, 
Upson company, Weyerhaeuser 
Sales company. 


R. M. Cruise, Corbin Sales 
Manager, Given 35-Year Pin 


Robert M. Cruise, general sales 
manager, Corbin Cabinet Lock di- 
vision, American Hardware cor- 
poration, was recently presented 
with a 35-year pin by Royal M. 
Bassett, general manager of the di- 
vision and vice president of the 
corporation. 

Mr. Cruise started working with 
the corporation in 1912, progressed 
through several departments, and 
then went to the sales department. 
He traveled several territories and 
was appointed manager of the New 
York office. He then became indus- 
trial sales manager and was ap- 
pointed to his present position in 
1941. 


FM Radio Used in Minnesota 
And Ontario Logging Drive 

Two-way radio is coordinating 
and expediting a major log drive 
this summer for the Minnesota and 
Ontario Paper company, Minneap- 
olis, near the Minnesota border in 
Ontario, it has been announced by 
R. W. Andrews, vice president in 
charge of production. 

This is the first time in the his- 
tory of logging that FM has been 
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WOOD DOUGH and SURFACING PUTTY 
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For fine finishing on wood, metal, 
| plastic or any commonly used ma- 
terial, Duratite Wood Dough (for 
@@ large cavities), Duratite Surfacing 
Putty (for smaller cavities). In 
seven wood colors everyone wants, 
in tubes and cans in a variety of 
sizes. Ask your jobber or write 


WEBB PRODUCTS COMPANY 
242 8. G St., San Bernardino, Cal. 
Dept. J. Norcross, Georgia 


















Air-tite Stay expands 
and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 





BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 


Ghee -tele 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aiir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness. between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventcry 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 





Cut-away view - Actual size 
U.S. Pat. No. 2,187,412 
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Keep Up YOUR Turnover 
By Ordering -- -- -- 


MIXED CARS OF 
DAVIS QUALITY PRODUCTS 


ee a DD DE ee 
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IN ONE CAR WE CAN SHIP: 
Southern Southern 0 
Pine Hardwoeds A 
Dimension Elm 0 
Flooring Ash \ 
Shilan & CM eth p 


Red and Sap Gum 
Red and White Oak | 


Interior Trim 


and Mouldings 


Dependable Quality — Prompt Service 


DAVIS BROS. LUMBER CO. 


= | 
<= 


e a 
Ansley, Louisiana 
Serving Quality Buyers for More Than 60 Years 





LblelgOn: 


PONDEROSA PINE 
CALIFORNIA SUGAR PINE 
WESTERN WHITE SPRUCE 
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Quality Lumber 
for 59 Years 

















FOR SALE 


1/2 and/or 2” No. 1-2-3-4 
Common 


Ponderosa Pine 
Rough, Dry 





Attractive Prices -- Prompt Shipment 


Car Lots -- Direct Mill Shipment 


PENBERTHY LUMBER 
COMPANY 


5800 South Boyle Avenue Los Angeles 11 























SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa 
tion, Portland, Oregon. 











DISTRIBUTORS OF 


SHEVLN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 




















NEW YORK CHICAGO SAN FRANCISCO 
EZ 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
Paredesta Pare Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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used to establish communication 


among widely. disbursed logging 
units engaged in the summer move- 
ment of thousands of cords of pulp- 
wood for paper and_ insulation 
board according to Mr. Andrews. 


Robert W. Forbes, President 
of New York Company, Dies 


Robert Wilson Forbes, 64, presi- 
dent of Robert W. Forbes Inc., New 
York, died July 6. 

Mr. Forbes began his career in 
the lumber business in 1909, and 
became an authority on western and 
southern woods. 


C. A. Bauer, Economist 
for Southern Pine, Dies 

Charles A. Bauer, 53, statistician 
and economist for the Southern 
Pine association, New Orleans, died 


pine industry. He was_ ranked 
among the most competent authori- 
ties on lumber industry statistics. 


Donald G. Gibson, Assistant 
Comptroller, Rubberset, Dies 


Donald Gordon Gibson, 38, as- 
sistant comptroller, Rubberset com- 
pany, Newark, N. J., died July 26. 

Mr. Gibson joined the Bristol- 
Myers organization’ in 1931. In 
1937, shortly after the acquisition 
of the Rubberset company by Bris- 
tol-Myers, Mr. Gibson was trans- 
ferred to Rubberset and made chief 
accountant. He was later pro- 
moted to assistant comptroller and 
was a member of the executive staff. 


Appointments and Promotions 


KIRBY WALKER has been ap- 
pointed chief engineer of Consoli- 
dated Industries Inc., Lafayette, 
Ind. He was formerly chief engi- 
neer for American Gas Machine 
company. He is a:member of the 
American Society ‘of Heating and 
Ventilating Engineers. 





Election of KENNETH G. PRyorR 
to the position of vice president and 
general manager was announced by 
Northwest Door & Plywood Sales 





Kenneth G. Pryor 


Inc., Tacoma. Mr. Pryor has been 
with the company since its incep- 








lulv 26 tion and was manager of the log 
July 26 . : 
Mag ei ; : : and timber departments during the 
Mr. Bauer joined the staff of the Builders Supply company | of war years ' 
association in 1916 and devoted Houston, Tex., announces the ap- ; ee ' 
practically all of his business life pointment of HARRY W. LINDER- RoycE A. HILL has been ap- 
to the subject of lumber statistics MAN to head its refractory divi- pointed field sales engineer for the L___ 


‘and the economics of the Southern 


sion. 


northern section of the Dallas re- 








surfaced. 


J TRADE MARK 






REGISTERED 


SUSANVILLE 





Ponderosa Pine 


PAUL BUNYAN’S MILE-HIGH FOREST 


is the source of the quality back of the Paul Bunyan trademark. 
Choite virgin-forest timber, accurately milled, air-dried and 


2% PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


White Fir 


Incense Cedar 
e CALIFORNIA 








MINER’S EDGER WITH SKF 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Vari- 
able feed for light power, guide rail end spurs 
make STRAIGHT lumber, well-balanced 


besloeslotd:) Melon’ allel dalel-lol (cis ME fdetee(= i 


ITS COST IN 30 TO 60 DAYS. 


MINER EDGER WORKS 











IT CLEARS 


trains. 





Lindsey 8-Wheel Tractor Wagons 


are ideal for tractor logging. They are used singly or in 


wy = SZ 


Meridian, Mississippi 
Phones 1292 and 3111 


Lindsey Wagon Co., Laurel, Miss. 
Sole Manufacturer. 
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"WOOBY" says: es 


YOU HAVEN'T SEEN ANYTHING 


YET! . .. NOT UNTIL 
YOU'VE SEEN THE 
"WOODY" ADVERTISING 
CAMPAIGN FOR 


LUMBER DEALERS! 


"WOODY" WILL WORK FOR YOU . 
WRITE FOR COMPLETE DETAILS 


worldwide aol 


P. O. BOX 6117 DALLAS, TEXAS 
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RAINY VG LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont 
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ZZ 7 IMMEDIATE DELIVERY/ 


FAMOUS NATIONALLY ADVERTISED 


WEATHER fess VANE’ 


DUO-SASH 


A Combination 
SCREEN & STORM SASH 
and a NON-STICK 
DOUBLE-HUNG WINDOW 
All In One Unit! 


\ / \ las The Ideal Window For New 
Oia Construction...READY TO INSTALL 


IN ANY HOME! A MONEY SAVER! 
SIZES FOR ANY ROUGH OPENING. 





Die 





@ READY BUILT... 


@ SCREEN AND STORM SASH OF GENUINE CALIFORNIA REDWOOD. 
@ NATIONALLY ADVERTISED! KNOWN FOR QUALITY! 

@ PERMANENT FIT OF WINDOW and SCREEN-STORM SASH. 

@ YEAR ‘ROUND SELLER! IDEAL INSULATION and VENTILATION. 











V. E. “Johnny” Johnson 


Rogue Lumber Sales Co. 


P. O. Box 707, Medford, Ore. 
Phone: Central Point, Ore. 1091 


H. G. “Harry” Dowson 


. © 
Specializing in the distribution of 


All West Coast Woods 


In addition to doing a general wholesale business, 
our company operates a concentration yard at Cen- 
tral Point, Ore., to which we bring in only the best 
rough stock from small and medium-sized mills. 
Here we have storage facilities for over 5,000,000 
feet—and in line with consumer demand for dry 
lumber. we’re utilizing our air-drying facilities as — 
fully as possible in order to service our customers. 
We invite your inquiries. 


Exclusive sales agents for 
L & H Lumber Co. 
Specializing in 2x4-8' Studs 
and 


Jackson Creek Lumber Co. 
Standard Yard Items 
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Reputable Sales Representatives throughout the Nation. 
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gion of the Detroit Diesel Engine 
division, General Motors corpora- 
tion, Detroit. He was formerly as- 
sistant to the overseas sales man- 
ager for the same company. 














WALTER B. CLEARY has been ap- 
pointed sales manager of the lum- 


‘ es 
ber department of Russell Simmons wf pad 
Lumber company, Greensboro, N. emma 


C. Mr. Cleary has been active in ee 
the wholesale lumber industry for 
23 years. 





Wood Conversion company, St. 
Paul, announces the appointment of * . 
R. E. DONNELLY as = _ “ar SALES plans for the Devoe Superkleen brush line were outlined by George P. Gray and Paul 
ees E : Y as eastern ¢ sViston Cole, sales manager, of the brush division of Devoe & Raynolds company Inc., New York, at 
manager, with headquarters in 


| 
its national convention at French Lick, Ind., in June. Seated in the front row are, left to right, { 
New York. He has been assistant W. H. Mathews, vice president; G. P. Gray, general manager, brush division; Paul Cole, sales | 








general sales manager in St. Paul. manager; F. E. Richards, production manager; Kenneth Adams, factory superintendent; James 
A. J. MooRMAN has been named Witherspoon Jr., sales service manager. | 
assistant Chicago district manager | 
for the same company. Mr. Moor- staff of the Home Office Safety service for Roy S. Durstine Inc. 
man joined the company in 1936. Engineering department. Cincinnati. 

L. W. HAGERUP has been elected WILLIAM R. NORTHLICH has re- B. FE. SCHROEDER has been named 
chairman of the junior board of signed as merchandising manager vice president of manufacturing ~ 
Kemper Insurance, Chicago. He and director of advertising, Owens- for Hotpoint Inc., Chicago. PArt- Do 
has been associated with the com- Corning Fiberglas corporation, RICK W. RYAN has been named yen- - 
pany since 1933 and is now on the Toledo, to become director of client eral superintendent and M. E. 








HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 





Te 
Engineering Service & 


Estimates Furnished 
Without Charge 


* 
HOUSTON BLOW PIPE & 


Manufacturer 
SHEET METAL WORKS ly LUMBER CO. 
HOUSTON 1, TEXAS yp sc 


THE MEADOW RIVER | Scribner’s Lumber & Log Book 
LU M ~ + e C 0 - Indispensable for lumber merchants, sawmill men, ctc., 


190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 


West Virginia Hardwoods information. Over 2,500,000 copies sold. 


75c POSTPAID 


m American Lumberman, Inc. 
Rainelle, W. Va. 139 N. Clark St. Chicago 2, Illinois 


ORE RANTS RNR IE ARIAL 


‘* Beech makes a very excellent indus- 
trial floor. We are in position to give reason- 
ably prompt shipment on heavy Beech and Birch flooring. 




















Manufacturers of 
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The Name, “Booth-Kelly,”’ 
on a Piece of Douglas Fir 





is a Mark of Quality 





.. BootlAteble 





Grade- 
Marked Marked 
Douglas Douglas 
Fir Fir 




















Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 
Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 














=" DON’T CARRY IT — 
CONVEY IT 


Cut handling costs — increase 
safety — reduce manual handling, 
with conveyors. Eliminate those 
costly time wasting steps between 


cars, piles and storage sheds. 
Let conveyors provide fast, low- 
cost and speedy handling of your 
products. 


Get complete information today 
write for Bulletin No. AL-87. 


STANDARD CONVEYOR COMPANY 
General Offices: 
NORTH ST. PAUL 9, MINNESOTA 





1, 
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Architectural Beauty With Wood 


The ogre of splitting and checking followed by rot — 
the complaints about blisters and cracks on the paint 
surface — danger from termites — all that removed by 
the original dip in your WOODLIFE tank. 

Owner pays just a trifle to have his posts or columns 
treated. That trifle shows you a profit but the big thing 
is the lasting good will. 


Protection Products Mfg. Co. 


Mirs of CHEMICAL PRESERVATIVES Since 1921] 
Research Laboratory and Plant KALAMAZOO, MICH. 








Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 
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4 
MAURER has been named general 
manufacturing engineer. 


Transfer of T. J. O’NEIL, Ford 
Motor company sales district man- 
ager, Indianapolis, to manager- 
ship of the Memphis district has 
been announced. He previously 
served as manager of that district 
from 1943 to 1945. 


JAMES F. JUSTICE has joined 
Dant & Russell Inc., Portland, Ore., 
where he will be in charge of the 
rail department. 


Appointment of KARL F. RADKE 
as advertising manager of the Het- 
trick Manufacturing company, To- 
ledo, has been announced. He has 
recently been sales promotion man- 
ager for the central region of 
Libbey-Owens-Ford Glass company. 


HERMAN H. CHAPMAN, Harri- 
man professor emeritus of forest 
management, Yale university, re- 
ceived one of the two honorary de- 
grees conferred this year by the 
University of Minnesota. Profes- 
sor Chapman was awarded the hon- 





orary degree of Doctor of Science. 
He was a member of the Yale fac- 
ulty for 37 years, retiring in 1943. 


Lumbermens Mutual Casualty 
company and American Motorists 
Insurance company, members of 
the Kemper group of insurance 
companies, recently announced the 
election of M. F. THUNACK as as- 
sistant treasurer. Mr. Thunack 
has been with Kemper Insurance 
since 1924. 


Companies Announce 

Production of hardboards will be 
increased when MASONITE COR- 
PORATION, Chicago, puts a new mill 
into operation in the near future at 
its Laurel, Miss., plant. Opening 
of the new unit will supplement the 
output of three units already in op- 
eration. 


The plant expansion program of 
FARIES MANUFACTURING COMPANY, 
Decatur, IIll., will be completed soon 
and will eventually double its pro- 
duction of bathroom cabinets. 


A new section has been estab- 
lished in the sales division of the 
DUPONT COMPANY’S ammonia de- 
partment to specialize in service to 
the plastics, adhesives, finishes and 
wood industries. J. D. Shaw will 
be in charge of the new section as 
sales manager. 


BELIEVED the largest plywood panel ever produced, this 72x10 foot sheet of Douglas fir ply- 

wood has just been manufactured by Washington Veneer company, Olympia, Wash. The panel 

has a surface area of 720 feet, enough to completely enclose a house 20 feet long, 16 feet 

wide and with walls 10 feet high. Crux of the manufacture of oversize panels is the “scarfing” 

or beveling of ends of standard size units, usually 4x8 feet, and bonding several segments 
-- together in a continuous sheet. 
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ADVERTISING 


American Lumberman €& Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 

All ads for classified section must be in Pub. 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed, 
For advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed, 


Rates — Cash With Order 


Minimum Charge $2.00 
For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St.. Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Addess E-42, American Lumber- 
man. 





LARGE SOUTHERN WHOLESALER 


with good mill connections all species, wants 
experienced lumber salesman for rich terri- 
tory on drawing account and profit sharing 
basis. This will return handsome income for 
hard worker. Address M-53, American Lum- 
berman, Inc. 





LUMBER AND MILLWORK sales and office 
work. We have several openings for begin- 
ners and also experienced men. Salaries 
from $2100.00 to $5400.00. Please give age. 
education and experience first letter. d- 
dress N-42, American Lumberman, Inc. 





WANTED: Man experienced in wholesale lum- 
ber business. Take full charge of sales and 
urchases with old established company. 
ive salesmen selling. Location Westem 
Pennsylvania. Furnish small snapshot. Refer- 
ences and experience. Address M-71, Amen- 
can Lumberman, Inc. 





Wanted: Hardwood inspector, capable of 
managing small hardwood yard in Chicago. 
Excellent opportunity for right party. Address 
N-25, American Lumberman, Inc. 





Wanted: Experienced and capable man to 
operate moulder on detail work. Also, one 
cabinet maker. Want only experienced men. 
Steady work with relicblie and dependable 
company. Address N-29, American Lumber- 
man, Inc. 

Wanted dry hardwood lumber inspector. 
W. Va. band mill. Good living conditions. 
Advise age, experience, references and ful 
history. Address N-64, American Lumberman. 
Inc. 





<a 


WANTED: Manager for retail lumber store 
located in an extra good town and doing 
a nice business. Address N-60, American 
Lumberman, Inc. 
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